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PENNSYLVANIA RATE 
PROBE NEXT WEEK 


Commission to Hold First Meeting in 
Harrisburg on Monday 
Morning. 


SWEEPING POWERS GIVEN BODY. 


Personnel and Objects of the Commis 
sion—New Plans to Be An- 
nounced. 


Harrisburg, Pa., Jan. 7.—There is 
wide general interest among under- 
writers in the new legislative commis- 
sion which is to investigate fire insur- 
ance rates and rating organizations. The 
commission is to report to the legisla- 
ture, and it has sweeping powers for 
securing information. Following its re- 
port the present law will probably be 
amended. 

The first meeting of the commission 
will be held in Harrisburg on January 12. 
The commission met and organized on 
December 24. Its president is R. J. 
Baldwin, of Media, Pa., who is a mem- 
ber of the Pennsylvania House of Rep- 
resentatives. Its secretary is Robert S. 
Frey, of York, who is a member of the 
House; State Senator William E. Crow, 
of Uniontown; Joseph Shea Alexander, 
of Pittsburgh, and Frank McCann, of 
Pittsburgh. Mr. Alexander was with 
the Pittsburgh Underwriters’ Associa- 
tion. Messrs. Alexander and McCann 
were appointed by the Governor; Frey 
and Baldwin by the Speaker of the 
House; and Senator Crow by the Speak- 
er of the Senate. 

President Baldwin said to The East- 
ern Underwriter this week: 

“Until we have our January 12 meet- 
ing I cannot give out our plans.” 

Object of the Commission. 

The object of this joint legislative 
committee commission is to investigate 
and report upon the objects, methods 
and practices of the various combina- 
tions of fire insurance companies, or- 
ganized and existing in Pennsylvania 
for the purpose of, fixing, establishing 
and maintaining fire insurance rates, 
and to draft and report such legislation 
as may be deemed necessary. The com- 
mission can compel attendance of 
witnesses and the production of books 
and papers. 

The Resolution Providing for the 

Commission. 

The resolution of the legislature pro- 
viding for the appointment of the com- 
mission follows: 

Whereas, The fire insurance busi- 
ness is a business affected with a 
public interest, and is subject to 
legislative control; and 

Whereas, The stock fire insurance 
companies incorporated under the 

(Continued on page 15.) 
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DISCRIMINATE IN 
WIDOWS’ PENSIONS 


Seek to Amend New Jersey Law Re- 
quiring Information as to Amount 
of Life Insurance. 


SMALL POLICYHOLDERS AFFECTED 
Industrial Classes Who Provide by In- 


surance to Get Less—Would Make 
Awards Discretionary. 





An effort is being made to secure 
|several amendments to the New Jer- 
sey widow's pension 
most significant of which 
greater discretionary 


the 
give 
the 
State Board in making the awards un- 


one of 
would 
power to 


law, 


der the act. No opposition to this pro- 


posed amendment has appeared, as it 


seems to have on its face only benefi- 
cial features. But, when taken in con- 
with another of the amend- 
ments planned, it may have important 
and This 
latter amendment proposes to make it 
compulsory on the 


nection 


widespread consequences 


widow to make a 


detailed statement of the 


carried by her husband. 


insurance 


Cut Awards Where Insured. 

Taken the result of 
these two amendments would be to re- 
the monthly 
allowance awarded under the act, when 
insurance is carried. The effect of 
this on the industria] classes who pur- 
chase industrial policies, would be to 
discourage them from making the pro- 
vision that they are now accustomed 
to make because, on the death of the 
wage earner, this insurance will be 
taken into consideration in making any 
award under the widow’s pension act. 

Thus the holders of industrial or 
other smal] policies would be taxed 
twice in providing life insurance pro- 
tection. As citizens they would bear 
their proportion of the burden of the 
widow's pension law and in addition 
they voluntarily tax themselves to pro- 
vide some life insurance. When one of 
these policyholders dies, the money he 
has provided by paying premiums will 
cause the amount of his widow's pen- 
sion to be reduced. just in proportion to 
the amount of life insurance he car- 
ried 

It has been the 


togethe7, net 


cuce or to deny entirely 


practice of the State 
Board since the law was enacted, to 
inquire into the amount of insurance 
carried and this feature is now regard- 
ed as so important that they wish to 
make it a part of the law. There is a 
fixed sum provided by the law at pres- 
ent, for the widow and each minor 
child. The plan is to give discretionary 
power to the judges between the maxi- 
mum and the minimum sums named. 
't is urged that large sums wouid be 
saved to the State by granting this dis- 
cretionary power. Such sums would 
come as savings out of industrial poli- 
evholders chiefly. 

The greatest care is given by the life 
insurance companies to guarding their 


(Continued on page 5.) 
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APPOINTING PART-TIME MEN ‘ommissions ‘on his own risk ant pos-| 


TRAVELERS GIVES EXPERIENCE. 
Answers Commissioner Merrill’s In- 
quiries—Motive in Seeking License 
Should be Criterion. 


The inquiries recently made by in- 
surance Commissioner robert J. Mer 
rill of New Hampshire, of all life in- 
surance companies licensed in that 
State as to their practices in appoint- 
ing part-time agents, have created a 
vide interest among the companies and 
may result in a definite understanding 
as to future practice in this connection. 
In the December 25 issue of The East- 


erm Underwriter the stand of three 
of the big New York companies was 
given, together with Commissione1 
Merrill’s letter asking the companies 


tc state their position on this subject. 

Edward V. Preston, general mana- 
ger of agencies for the Travelers 
stated at length the experience of that 
Company with part-time agents and 
lie reaches the conclusion that it woulda 
he unjust to set hard and fast rules on 
the matter and that the prospective 
agent’s sincerity in seeking a license 
would be the best gauge. Mr. Preston 
said that the Travelers did not favor 
paying full commission to local agents 
who wrote business only with the as- 
sistance of special or general agents. 

In his answer to Commissioner Mer- 
rill, Mr. Preston said 


Commends Limiting Appointments. 


“We most cordially commend your 
determination to ‘limit the representa- 
tion of insurance companies to genuine 
insurance agents,’ and your evi- 
dent determination to treat with com- 
mon fairness applicants for license who 
devcte part time insurance 
business as well as those who devote 
their whole time to such business. We 
have in past years, set to work ‘an of- 
ficer’ and now and then ‘an employe 
of a factory or similar institution to 
work mainly among the workmen con- 
nected with such a plant’ and in many 
cases with success and entire satisfac- 


etc., 


- will to the 


tion. The writer set such an employe 
to work in a paper mill in Lowell 45 
ars azo, who succeeded so well that 


in a year or so he left the mill in which 
he was employed and became a special 
agent of this Company and succeeded 


in doing a large business. He contin- 
ued in the insurance business during 
his whole life. 

Now and then an officer of such or 


similar corporations, desiring that his 
employes be insured, is at considerable 
pains to induce them to insure against 
accidents and to take out life policies, 
rot on account of the commissions re- 
ceived on the premiums but because of 
a desire that his employes be insured. 
The writer commenced this sort of busi- 
ness in a tannery in Rutland, Vermont, 
more than forty years ago and has en- 
couraged more or less of it ever since. 
The teller of a bank commenced can- 
vassing for this Company from a bank 
in which he was employed, directly 
ecross the street from this office in 
1864 and 1865, resulting in his appoint- 
ment as Special Agent in 1865 and in 
1866 his appointment to the General 
Agency of the Company In the city of 
New York, representing us in that ca- 
pacity for 25 or 30 years, at any rate 
until he died. The principal of a school 
in the province of Ontario was set to 
‘work getting business, incidentally, of 
ccurse, resulting finally in so much suc- 
cess that he was appointed our Gen- 
eral Agent in Toronto, where he repre- 
sented us very successfully indeed un- 
ti! his death. In such cases, after a 
few months’ trial, if unsuccessful, we 
have been in the habit of discontinuing 
the relation. 

“We believe this to be a good prac- 
tice and one which you can heartily 
favor if the business is well done from 
the start to the finish. We do not 
favor the appointment of any part time 
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sibly risks of his brothers or people in 
his employ or in some way closely iden- 
tified with him in business or other- 
wise. Putting it another way, we most 
heartily favor the licensing of only 
such as go into the business as bona 
fide agents, whether they will devote 
their whole time or only part of their 
time. 
Against “Side-Liners.” 

“Not long ago a butcher in the State 
of New York made application for a li- 
cense and also a barber, both of which 
applications we did not approve. On 
the other hand, lawyers, bankers, real 
estate agents and principals of schools, 
and now and then a clergyman, in or- 
der to earn a little extra money, de- 
sire to be appointed agents, and we en- 
courage such men and have set to work 
many, most of the time resulting in 
success. As a rule, if not enough busi- 
uess is done in the course of a year to 
warrant a renewal of license, we do not 
ask for renewal. I have given you a 
few instances which may help you to 
reach a conclusion. Many more could 
be given covering an experience of 
nearly 50 years. 

“If applications from such and simi- 
larly situated men are carefully con- 
sidered, getting bottom facts, in the 
light of our experience, there appears 
to be justification for not dictating 
hard and fast rules which forbid the 
licensing of every way worthy people 
who will give but a part of their time 
to the insurance business. 

“We do not nor have we ever favored 
the appointment of special agents to 
work with sub-agents, paying full com- 
missions on business produced. We 
have employed a great many, requiring 
the local agent to equally divide com- 
missions with the Company, the divi- 
sion to be appliea toward the payment 
of the Special Agent. We have also al- 
lowed our Specia! Agents to work with, 
instruct and assist a new agent in clos- 
ing new business, say on one, two or 


three occasions without a division of 
commissions, the services rendered 
ceemed absolutely necessary in order 


io educate the agent and also to show 
lim how to get business. If after such 
assistance the agent becomes wholly a 
leaner,” as we sometimes call such 
agents, in other words, will not produce 
iny business except when assisted, we 
are not long in trying to find someone 
to take his place. We do not believe 
that local agents should enjoy full com- 
missions on risks secured with the as- 
sistance of Special or other supervising 
agents, except as above indicated. Cov- 
ering an experience of many years we 
have as a rule been able to convince 
(Continued on page 6.) 





PART-TIME PRACTICES IN CITY AND 
RURAL DISTRICTS. 


Kiditor The Eastern Underwriter: 
I was interested in the article ap- 
pearing in The Eastern Underwriter 


of December 25, 1913, first page, re- 
garding part time men in the life insur- 
ance business, and I beg to suggest that 
the life insurance journals would do 
well to publish some statements in 
favor of the part time man. 

Men of long experience in the life 
insurance business know that many of 
our best producers and most successful 
general agents and managers started 
as part time men. In large cities the 
lines should be drawn more closely 
and part time men employed only when 
it is their intention to eventually be- 
come full time men, in accordance with 
the practice of the New York State In- 
surance Department. In smaller towns, 
villages and rural districts it is abso- 
lutely necessary to employ part time 
men for the proper development of the 
business in such fields. There is much 
to be said in favor of the part time 
man. 

CHARLES C. De ROUVILLE, 
General Agent. 
Albany, N. Y. 
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GREAT SOUTHERN 


Life Insurance Company 
HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 
INSURANCE IN FORCE 


* AMAR 


DEMISON, 

DALLAS TEXARKANAe 
FT.WORTH © 
GREAT 


THE 
BIG 
TEXAS 








GROSS ASSETS (paid-for basis 
Dec. 31, 1909 $655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31. 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


Nov. 30,1913 1,500,605.92 22,894,941.00 
FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 








The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not Th: Largest--Just The Best 





ELEVEN MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things’’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 














Sixth Annual Statement 


Continental Life Insurance Company 


Wilmington, Delaware 





JANUARY 1, 1914 





INSURANCE IN FORCE | [Paid for Basis] 
EARNINGS 
Net Earnings for 1913 after payment of Policy 


Dividends $ 


$11,765,651 


54,200. 3 


Dividends paid Stockholders 27,033.00 


Balance carried to Surplus : $ 27,167.83 
Premium on Stock issued during the vear , 41,560.00 
Total increase in Surplus : ; $ 68,727.83 


ADMITTED ASSETS 
Real Estate Mortgages, first liens 
Bonds at Market Value 
Cash 


Loans and other Policy Liens within the Reserve 


$386, 227.42 
242,123. 34° 
68,234.25 
69,407.25 
Total : $765,992. 26 
LIABILITIES 
Legal Reserve ; : ; 
Reserved for Taxes, etc. 
Capital Stock 
Admitted Surplus 


$374,610.66 
: ; 13,361.86 
$168,700.00 


209,319.72 378,019.74 





= ‘ " ‘ $765,992.26 
YEAR ASSETS INSURANCE NET EARNINGS 
(% on Capital) 
1908 “\ $145,530 $ 1,196,040 1 
1909 180,034 3,084,770 8 
1910 237,307 4,762,528 18 
1911 380,173 7,085,189 25 
1912 522,004 9,232,314 30 
1913 765,992 11,765,651 32 
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REPORT 1913 BUSINESS GOOD 


FALLING OFF IN LAST QUARTER. 








Many Companies Report Net Increases 
Experience Generally Satisfactory 
—Opinions Optimistic. 





The business reported by the life in- 
surance companies for the year 1913 
was generally good, although net in- 
creases over the previous year are not 
uniformly recorded. There are special 
reasons why some of the companies 
show a decrease in new business, but the 
chief reason why the companies do not 
generally show net increases in new 
business is the fact that 1912 was a 
phenomenal year in life insurance and 
a considerable recession might take 
place and still produce very satisfactory 
results. 

The most noticeable feature of the 
year’s business was the falling off that 
began to be noticed about October 1. 
This tendency continued throughout the 
balance of the year and although indi- 
vidual companies did not in all cases 
show this decrease, the volume of the 
business as a whole fell off during those 
three months. 

Experience in Different Sections. 

Sectionally, according to the experi- 
ence of several of the companies, the 
South make the best showing, main- 
taining its business in excellent volume 
and retiring substantial increases in 
wany instances. The Pacific Coast was 
regarded by some to have been the 
worst in point of decreased volume o1 
new business. The fact that the South 
enjoyed abundant crops this year when 
other sections suffered shortages, would 
seem to account in part at least for this 
difference. Some sections of the North- 
west also enjoyed normal business. 

The experience of the companies in re- 
gard to demands for policy loans, cash 
surrenders and lapses has been bad 
throughout the year and particularly 
during the last quarter. One prominent 
officer of a big New York company 
volunteered the opinion that the de- 
mand for loans and cash surrenders 
this year has exceeded that of the panic 
year of 1907. The volume of loans ana 
surrendered made this year he regards 
as equally as great as in that year. 

Individual opinion is optimistic with- 
out exception, however, as to the out- 
look. Edward L. Dobbins, vice-presi- 
Cent of the Mutual Benefit Life, ex- 


pressed what is doubtless the frank and° 


unbiased opinion of most home office 
executives. 

“Conditions in the life insurance 
business are healthy,” said Mr. Dob- 
bins, “and we look forward to a gooa 
year. During the present year we have 
written as many policies as usual, but 
there has been a slignt falling off in 
the total volume of business. Collec- 
tions appear to have been good, but 
there has been more than the ordinary 
amount of borrowing on policies 

“It has been noted that the wealthier 


classes have been rather slow in taking 
out life insurance. This is apparently 
due to the general feeling of uncer- 
tainty which prevails. There is nothing 
radically wrong with any kind of busi- 
ness, but the people with money appear 
to be a trifle hesitant about investments 
at the present time. They do not know 
just which ones to choose. 

“Life insurance is on a settled and 
substantial basis, and has long been re- 
varded among the more prudent classes 
as one of the necessities of life. The 
volume of business depends upon the 
activities of the agents, as well as upon 
the normal demand for policies. We 
bave some strong agencies throughout 
the country and the returns have been 
very gratifying. 

“There has been a general shrinkage 
in the value of securities throughout 
the year. We have felt this to some 
extent, of course. We have invested 
largely, however, in western farm mort- 
gages, and have made it a rule not to 
loan up to more than half the value of 
the land. In such investments, of course, 
there is no shrinkage and practically no 
possibility of loss.” 





T..M. SEARLES ST. LOUIS MANAGER 





Appointed to Eastern Missouri and 
Southern Illinois for Fidelity 


Mutual Life. 





With the beginning of the new year, 
Thomas M. Searles, of Vicksburg, Mis- 
sissippi, took up his new duties as man- 
ager for the Fidelity Mutual Life Insur- 
ance Company for Eastern Missouri and 
Southern Illinois, with headquarters at 
St. Louis. 

For the past nine years Mr. Searles 
has been connected with the Mutual 
Benefit, as superintendent of agents for 
the State of Missouri, and has been sig- 
nally successful in establishing that 
Company in Mississippi and building up 
its agency organization. He will not be 
an entire stranger to St. Louis as he 
once resided there for several years. 

Mr. Searles is typical of the South’s 
best citizenship. He is about 43 years 
of age, broad gauged, and well-informed. 
His record as a life insurance field-man 
is an excellent one. 





HENRY B. STOKES DEAD. 





For Twenty Years President of Manhat- 
tan Life—Sold Controlling Interest 
in Company Last May. 





Henry Bolter Stokes, for twenty years 
president of the Manhattan Life of New 
York, died at his home in New York 
city last Friday. Mr. Stokes was in his 
sixty-seventh year. Mr. Stokes retired 
from the presidency of the Manhattan 
Life in May when the controlling inter- 
est in the Company was sold. He re- 
mained as chairman of the board of di- 
rectors. 

At the age of 17 Mr. Stokes became 
a clerk in the office of the Manhattan 
Life, of which his father was president. 
He filled practically all positions up to 
the presidency. When he retired the 
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MAKE STRICT PART TIME RULE 


NEW ORLEANS ASSOCIATION ACTS 





Month Time Limit on “Side-Liners” 
To Expell Members Who Violate 
—FPlan Insurance Course. 





New Orleans, Jan. 6.—(Special)—A 
determined stand to eliminate the “side 
line” agency evil has been taken by the 
Life Underwriters Association of 
Louisiana at the regular monthly meet- 
ing held in New Orleans. Wilson 
Williams, general agent for the New 
England Mutual Life of Boston presid- 
ed over the meeting which was one of 
the liveliest that the association has 
held. 

Thomas J. Kelly of the Mutual Life 
opened the spirited discussion by mak- 
ing a motion that any general agent 
employing men to solicit life insurance 
as a “side line” be expelled from mem- 
bership in the association. He called 
attention to the fact that some of the 
companies do employ men in regular 
positions, such as bank clerks, depart- 
ment store clerks, factory workers, and 
others purely on account of their per- 
sonal acquaintanceship and daily con- 
tact with a large number of fellow- 
workers or with the public. He said 
that the employment of these “side 
line’ agents, who are not licensed and 
who really are not legitimately con- 
nected with the insurance companies 
is demoralizing to the ranks of men 
who have taken up the work as a 
vocation and depend upon it for a live- 
lihood. 

Needs of Rural Districts. 


The sentiment expressed by various 


“ 


speakers was to the effect that the 
“side line” agency is an evil that 
should be remedied, but Mr. Kelly’s 


stand in favor of peremptorily expelling 
general agents now engaged in the prac- 
tice was regarded as being too dras- 
tic, Dr. E. G. Simmons, vice-president 
of the Pan-American, said that the rule 
against the “side line” agency would 
do very well in the city, but that in 
the rural districts, where it is neces- 
sary constantly to develop new talent 
as agents, a hardship to the compa- 
nies would be worked. T. P. Thompson 
of the Equitable suggested an ultima- 
tum covering a period of three months; 
after further discussion it was voted 
that at the end of one month any gen- 
eral agent not living up to the terms 
of the motion be expelled from mem- 
bership, only one, Frank L. Levy, of 
the Equitable, voting in the negative 
Mr. Levy gave as his reason the rural 
conditions previously mentioned by 


cffice of chairman of the board was 
created for him. 

He was a special partner of Walter 
C. Stokes & Co., brokers, 66 Broadway 
He was vice-president of the Manhattan 


Savings Institution and a director of the 


Citizens Central National Bank. He be- 
longed to the Riding Club. the Union 


League and the New York Yacht Club. 


Mr. Simmons. It was stated that only 
three of the general agents will be 
affected by the new rule. 

The association is working on a plan 
for establishing a course on life insur- 
ance in Tulane University and Dr. Rob- 
ert Sharp, president of the univers'ty, 
has been interested in the project. 


LUNCHEON AT THE PRESS CLUB. 
New York Life Underwriters Enjoy 


New Meeting Place—Planning 
Increased Membership. 





The first meeting uf the Daily Lunch 
eon Club, composed of life insurance 
men of Greater New York, at the new 
meeting place, the New York Press 
Club, Spruce and William streets, 


proved to be one of the best that has 
been held. Fourteen took luncheon to- 
gether on Monday. 

A plan for increasing the membership 
has been launched by T. R. Fell, which 
promises to bring a large number into 
the club. Each member has agreed to 


present ten names of agents who are 
not members and it is expected that 
there will soon be a daily attendance 


of between 30 and 40 at the club meet- 
ings 


OLD BOSTON AGENCY DISSOLVES. 
Chester & Hart, Long Representatives 


of Aetna Life Resign—Post 
Not Yet Filled. 





old general 
Hart of Bos- 


dissolution of the 
firm of Chester & 


The 
agency 


ton, leaves the Aetna Life with that 
important post unfilled The recent 
death of Ferdinand Hart and the retire- 
ment of Dwight A. Chester who is ad- 
vanced in years, were the reasons for 
the dissolution of the agency Chester 
& Hart was one of the oldest agencies 
in New England and it held a high placs 
in the business. The Aetna Life has 
not yet made an appointment for the 
general agency at Boston. 


CONSERVATION WORK TO GO ON. 
Equitable Life Will Continue Depart- 
ment Established by E. E. Ritten 
house—No Successor Yet. 


The Equitable Life will continue to 
carry on the work of its Conservation 
Department, which was established un- 
der the direction of E. E. Rittenhouse 


as Conservation Commisioner. Mr. Rit 
tenhouse has resigned to accept the 
presidency of the Life Extension Insti- 
tute recently incorporated in New York 
No successor to Mr. Rittenhouse as 
head of this department has been ap 


pointed 


TRAVELERS WROTE $56,000,000. 


The paid for business of the Travel 
ers of Hartford in 1913 was $56,347,807 
which was a gain of $7,885,016 over the 
paid for business of 1912 The total 
income of the Company for the year 
was over $26,400.000, a gai over 1912 
or more than $2,200,000. 
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The Prudential Policy 


enables a man to carry adequate Life 
Insurance for a small premium. 
AGENTS WANTED 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Home Office, NEWARK, N. J. 


FORREST F. DRYDEN, President 


Incorporated as a Stock Company by the State of New Jersey 
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PRUDENTIAL HAS GREAT YEAR ° 


LOW EXPENSE AND AND LAPSE RATE. 


Two Out of Every Three in Newark 
Policyholders—tinteresting Features 
of Past Year’s Work. 


Prudential 
records 


Each year The eclipses 
all of previous this 
splendid achievement is continued un- 
cer the administration of President 
Forrest F. Dryden, who states that the 
1913 has been one of success, that 
Company showing larger gains in both 
industrial and ordinary departments 
and greater individual results per agent 
than in 1912, The Company re- 
ports the lowest industrial expense rate 


its and 


year 


also 


its history. 
The percentage of lapsed policies has 


in 


decreased, a feature which is specially 
gratifying as it is the constant effort 


ot The Prudential to so conduct its 
business as to eftect the greatest per- 
sistency of business. The waste repre- 
sented by lapsed policies both to Com- 
pany and policyholders is being elimin- 
ated more and more each year. The 
policyholders are showing greater ap- 
preciation of the value of life insur- 
ance, and co-operating with the Com. 
pany, make every effort to keep their 
policies in force. They realize that the 
lapse of policies endangers the interest 


of the family whom life insurance is 
designed to protect. 
The broad principle of sure and 


sound development of The Prudential’s 
business which characterized the lead- 
ership of the founder, the late Senator 
John F. Dryden, is being maintained 
by the present management and in ev- 
ery essential respect the high standards 
of the Company have been advanced. 
Just and considerate attention has been 
given to the interests of Prudential pol- 
icvholders. Many featu 
value the munity have 
used by the eens during the past 
vear. Among these have been the dis- 
tribution of information on methods of 


res of general 


con been 


to 


rrevention of diseases and the preser- 
vation of health, such subjects as the 
care of children, the treatment and 
prevention of consumption, the treat- 
rent of conditions affecting the eye 
ear, nose and throat and many other 

atters of general interest having been 
dealt with in a simple and effectiv« 
way for the general good. Through its 
Statistical Department, The Prudential 
bas compiled and given out to the pub- 


lic many valuable statistics upon ques- 
ions affecting health, accidents and 
mortality. 

During 1913 The Prudential put into 
vractice the plan of “Service Disability 
Allowances” for the benefit of the in- 
dustrial field staff and the home office 
employes. This plan provides remun- 
eration for those who become sick or 


Cisabled, 
The New Jersey Department of Bank- 
and Insurance in its triennial re- 
issued during the year, tells of the 
wonderful growth of The Prudential 
and the efficiency of its organization. 


ing 


port, 


Tt is an interesting thing to know 
that in the city of Newark the 
number of Prudential policies in force 
averages two to every § three resi 
dents of the city, and yet the Company 
continues to show a normal increase in 
its business in this city vear after 
year. 

Some indication of the immense 
amount of detail work transacted in 
the home offices of the Company may 
be gleaned from the fact that every 


week over 40,000 applications for insur- 
ance are received from the field staff 

the Tnited States and Canada 

The Company pays over 400 claims 
a large percentage of which 
are naid within twenty-four hours 
the time of death, being paid immedt- 
itelvy nunon receint of due proofs The 
immense importance of this feature of 
the Company’s work, in pursuance of 


rer dav 


of 


which thousands of claims and other 
payments to policyholders amounting to 
ever $30,000,000, were promptly paid 
during the last year, can best be appre- 
ciated by those families that have been 
the beneficiaries. When insurance 
money is most needed it is the prompt- 
with which it is received that 
a double blessing. 

One of the most interesting depart- 
ments of The Prudential’s home office 
i the Company’s mail department, 
where over eight million pieces of mail 
matter are handled annually. This de- 
partment, in fact, is a postoffice of no 
mean size. It an organized sys 
tem for the collection and delivery of 
mail through the various buildings 
and has incorporated every modern 
‘abor-saving device which is valuable 
in the handling of office mail. 

Every year five 
literature, supplies, etc., 
Prudential’s Newark office by 
express to the Company’s branch 
fices in the United States and Canada. 


Hess 


makes it 


has 


over 
from The 
freight or 


Zo 


hundred tons of | 


of- | 


During the year the Company placed | 
in operation improvements in connec- 
tion with its policies. By voluntary 
concessions heretofore made the Com-| 


pany has paid to industrial policyhold- | 


and one-half 
11 payments to 


venteen 
The tots 
all States 
three 


to date, se 
million dollars 
policyholders for 
to date are nearly 
lion dollars. 


ers, 


hundred 


W. N. COMPTON AGENCY INCREASE | 


Hancock 
Gains 


New York Office of John 
Mutual Shows Substantial 
For Past Year. 


N. a general agent 
ohn Hancock ‘Mu- 


William 
in New York for the J 





and Canada | 
mil- | 


tual Life of Boston, — Pd his usual | 
record during 1913, and 1 le a substan- 
tial increase in business ponte the pre- | 


vious year. The falling off in business | 
which all agencies experienced toward 
the close of the year, cut down the W. 
N. Compton Agency’s big increase in 
business, but in spite of this curtail- 
ment, the office still showed a good net 
gain. At the six-months period, Mr. 


Compton was one million dollars ahead 
of the same period in 1912. 


BERKSHIRE LIFE’S GOOD RECORD. 


Examination by Massachusetts Insur- 
ance Department Shows Excellent 
senge and Growth, 


The 3 rkshire Lif of Pittsfield, 
Mass., sae had a very favorable experi- | 
ence under the administration of Presi- } 


dent William D. Wyman and the report 
of the Massachusetts Insurance Depart- 
ment on the regular triennial examina- 
tion which has just been completed, is 
a very satisfactory one. In referring 
to the Company’s business the report 
says: 

“The Company’s experience for the 
eight months of 1913 covered by this 


examination has been decidedly favor- 


able. Up to October first this year, the 
new business ritten is nearly two mil- 
lions in excess of the corresponding 


period of 1912. Its mortality experienc: 


showed 59.13 | per cent, of the pantera 
as against 73.93 per cent. on the same 
date last e" d notwithstanding a 
decrease of $349,539 24 in the market 
value of its securities as the result of 
the decidedly unfavorable condition of 
the security mark now prevailing, its 
net decrease in surplus since 1912 is 
now but $106,027.54. 

“The condition of the Company, as 
shown by the results of this examina- 
tion is very satisfactory and reflects 
the good judgment and careful manage- 
ment of those in charge of its affairs. 

“The records were found to be in 
strict accordance with the statute re- 


quirements, and the financial statement 
which was as of August 31, 1913, showed 
the Company to have had on that date 
admitted assets of $20,799,972: net re 
serves of $19,184,973 and a net surplus 
of $858,524.” 


| 
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Liberal Contracts to Productive Agents 


If unattached and interested, kindly give 
us your name, age, address, state experi- 
ence and furnish references, and a proposi- 
tion for an agency, if in authorized territory, 


will be submitted. W.D. WYMAN, President 
W.S. WELD, Superintendent of Agencies 


BERKSHIRE 
LIFE 
INSURANCE 
COMPANY, 
Pittsfield, 
Mass. 














PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, LA. 

Cc. H. ELLIS, President 
Has just completed a most successful business year. Its first nine months’ work 
shows a phenomenal record achieved in the Insurance World. Send for our Financial 
Statement as of January Ist. The Pan-American Life Insurance Company has a 
few openings for ambitious, energetic, live Life Insurance Men of character and 
ability. For further particulars address: E. G. SIMMONS, Vice-President, 

WHITNEY CENTRAL BUILDING, NEW ORLEANS, LA, 

















CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 
COME IN AND TALK IT OVER—CALL TO-DAY 


WILLIAM N. COMPTON, General Agent 






INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 
220 BROADWAY 


PHONE 


CALL ON COMPTON 


LiFe 


6030-6031 CORTLAND 


CALL ON COMPTON 








NOLdUNOD NO TIVD 














Genuine Opportunities ! 


During the last twelve months we have made contracts with several general 
agents, in new territory and in old territory. Fora long time their eyes 
had been turned toward this Company, and they were the kind of men this 
Company looks for---vigorous men, enthusiastic men, men of high ideals,--- 
who are “delivering producers.” If you are such a man, and need a broader 
field for your abilities, we should be glad to hear from you,---we may have 





an opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASS. 











PEREZ F. HUFF AGAIN LEADS. 


Perez F. Huff of New York again TP Ji. ; Ae 
ranked first of all Union Central Life UR direct contract system 
men this year, which was the fifth con- places the Company in 
secutive time that he has attained that 1 x a 

: ne absolute touch y p id- 
honor. Mr. Huff was formerly agency absolute touch with the individ 
director of the Union Central Life at | ual agent, consequently merit is 
New York, but will in future act as as- recognized. Several good open- 
sociate manager in co-operation with i . : 

Chas. B. Knight, manager for Greater | ings are available for men who 
New York. Mr. Huff's business for 1913 | have had experience in handling 
exceeded that of the previous year, and e ¢ 

is the largest ever w ritten by any other men and developing territory. 


of the 


NEW JERSEY APPOINTMENTS. 


agent Cc any. i : 
igen ompany Are you interested ? 





° 

\ETNA LIFE; Bayard C. Applegate, Red P tt b h 
Bank; Joseph F. Carroll, Jersey a Arthur l $ ur 
H. Myer, Wyckoff; Philip H. Ri ule,. South 

\mboy; 2 n R. Spier, Montclair. CON Li f & T t ( 
NE 2 TIC U GENERAL; Rose Stern, New I e rus ompany 
bd G ™ a \ LIFE; Alexander Eakin and Home Office 

-huyler B idey, Jersey City. MASSACHU- 
SETTS MUTUAL; Blake and Davies, Phila Pittsburgh, Pa. 
delphia NE W E NG LAND MUTUAL; A. P.] W. Cc. BALDWIN, HOWARD S. SUTPHEN, 
Campbell, New York. NEW YORK LIFE:| President Director of Agencies, 


po 


W James, Montclair; PHILADEL- 
PHIA LIFE; 


Hamlin Woolman, Monroeville. 
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PRACTICE OF DOUBTFUL VALUE 


EXHIBITS SHOULD NOT BE USED. 








Often a Weapon for Competitors to Use 
Against the Agent—Prospect Don’t 
Want Illustrations. 





The abuse that once prevailed of giv- 
ing highly imaginary policy illustra- 
tions, is fortunately now a thing of the 
past and the restrictions put upou 
agents and companies by some State in- 
surance departments, has largely re- 
moved the evil from present day 
practices. Yet, possibly from force of 
habit or from a deficiency in the agent 
himself, many still think that business 
cannot be closed without policy illus- 
trations. A Pacific Mutual Life man 
has shown that the policy illustration 
is a thing of very doubtful value and 
in a contribution to the Company’s 
paper, the “Pacific Mutual News,” he 
says: 

“A practice of long standing in sell- 
ing life insurance has been to give the 
prospective buyer an illustration of a 
policy, on a specially prepared blank, 
setting forth in the main the premium 
charge, non-forfeiture values and set- 
uement options. This practice is not 
ag common as it used to be, partly be- 
cause of the opposition of insurance 
¢epartments to estimated results and 
partly because of the passing of de- 
ferred dividend insurance. It is, how- 
ever, still much in vogue and nearly all 
companies furnish their agents with il- 
lustration blanks. Our observation has 
brought us to the conclusion that the 
practice is more abuseful than useful. 

“The purpose of an illustration is to 
give the prospect in figures information 
about the policy the agent is trying to 
sell him. When the agent prepares an 
illustration and leaves it with a pros- 
pect without going over it carefully to 
explain it in detail, the chances are 
that the prospect will not understand 
it. unless he be familiar with such mat- 
ters, and that the average insurer is 
not. If the prospect have sufficient 
time to listen to an explanation of the 
prepared illustration, the agent with a 
pencil and piece of scratch-paper could 
give him all the information desired in 
a much simpler and more impressive 
way. 

“To leave an illustration with a pros- 
pect is often to leave for your com- 
petitor a weapon for him to use against 
you. A rival agent needs no special} 
ability to puncture the most attractive 
illustration ever prepared and to shot 
it up in an unfavorable light. 

“The illustration blank, moreover, 
sives the prospect too good a chance to 
put the agent off. ‘I have your figures 
but have not had time to look them 
over yet.’ How often has such a re- 
mark fallen on the ears of the agent, 
and what can he do about it? His il- 
lustration has put him in a position 
where it is almost impossible for him 
to hasten matters and push the case to 
a conclusion. 

“We do not hesitate to say that the 
illustration blank in selling insurance 
is more often a hindrance than a help. 
Lut our chief objection to it is that the 
feature of the policy it usually makes 
most prominent is the one that should 
be kept most in the background—its 
non-forfeiture values. To dwell on 
these is to tempt the policyholder tou 
lapse or borrow on his policy whenever 
his financial affairs begin to pinch him 
a litle. Better would it be for many an 
insurer and for many an orphan and 
widow if the policyholder had never 
heard of such things as non-forfeiture 
values. We have said in these columns 
more than once that to dwell on the 
surrender values of a policy is to mis- 
place the emphasis, and this is perhaps 
wherein the illustration blank offends 
most. 

“The vast majority of insurance buy- 
ers are interested in two things only— 
the protection afforded and the price to 


be paid. ‘What can I get and what will 
il cost me?’ These are the two points 
in which every insurer is most inter- 
ested, and they need no elaborate illus- 
tration blank to make them plain. 

“The general agent or manager who 
ciscourages his agents in the use of il- 
lustration blanks for their prospects 
does them a good service. The most 
Valuable use that such blanks can be 
put to is for the agent to fill one out 
for the prospect in hand, study it care- 
fully and thus familiarize himself with 
the policy, then throw it into the waste 
basket. To go before the prospect thus 
empty-handed but with the mind well 
furnished and enthusiastic over the 
splendid features of the policy, will be 
vastly more effective in securing results 
than the most attractive and carefully 
prepared illustration thrust into his 
hands with the hope that it will do the 
work. The latter is the lazy man’s 
method and deserves to fail. 

“The enthusiastic and convincing 
agent, convincing because he is enthus- 
iastic, compels and impresses by his 
presentation of his policy with pencil 
and by word of mouth, while the illus- 
tration blank is cold and lifeless, un- 
able to secure attention, and is read 
with care and understanding in only ex- 
ceptional cases. It is an easy matter 
to get away from an illustration blank 
but it is a different proposition to elude 
the wide-awake, determined agent.” 


CONTINENTAL LIFE’S GOOD YEAR. 





Delaware Company Now Has Nearly 
$12,000,000 in Force—Shows Fine 
Net Earnings. 





The Continental Life of Wilmington, 
Delaware, experienced a very satisfac- 
tory year during 1913 in which both its 
insurance in force and its assets made 
very substantial gains over the preced- 
ing year. A noteworthy feature of the 
Company’s annual statement is its 
excellent showing in net earnings. The 


net earnings on capital during 1913 
amounted to 32 per cent., which is 
greater than the Company has ever 


earned before and the net earnings 
since 1908 show each year a consider- 
able increase. President Philip Burnet 
is highly gratified with the business of 
the year which brought the Company’s 
insurance in force up to about $12,000,- 
000. The total admitted assets of the 
Company have reached the sum of 
$765,992. 





APPOINTS NEW AGENCY MANAGER. 
E. C. Brandenburg Heads Department 
for American Home Life, of 
Fort Worth, Texas. 
—— | 
E. C. Brandenburg, formerly manager 
of the Oklahoma Department of the 
American Home Life, of Fort Worth, 
Texas, has been elected to direct the 
agency force of that Company, begin- 
ning January 1. He is one of the Com- 
pany’s young men, having begun his life | 
insurance career only three years ago, | 
after following the civil engineering 
profession for a few years. His remark- 
able record for organization won for 
him the managership of the Agency de- 
partment of the Company, for which he 
is well qualified. Mr. Brandenburg suc- 
ceeds H. I. Pincus. 
DISCRIMINATE IN PENSIONS. 
(Continued from page 1.) 
policyholders from discriminatory tax- 
ation. Under the Federal income tax 
as originally planned, it was shown 
trat life insurance policyholders would 
be taxed four separate times. When 
this fact was clearly demonstrated, the 
income tax bill was amended to remove 
the worst features of this taxation. All 
legislative enactments such as _ that 
proposed in New Jersey in amending 
the widow’s pension law, amount to a 
special discriminatory tax on life insur- 
ance policyholders and in this instance 
they are policyholders of the poorest 
class—public dependants, 





BUSINESS OF HARTFORD 60'S. 


RESULTS GOOD, BUT BELOW 1913. 








Five Companies Wrote Big Volume of 
New Business Maintaining State’s 
Long Time Reputation. 





The Hartford companies report very 
satisfactory results for 1913, all writing 
large volumes of new business and 
maintaining the reputation of the State 
as an insurance center. On the whole 
the business was somewhat below the 
preceding year, although the net re- 
sults were good. 

The Phoenix Mutual Life wrote in 
new business about $24,000,000 during 
the year. This is not quite up to 1912 
but when the general condition is taken 
into consideration, the results are quite 
satisfactory and President John M. 
Holcombe so regards it. The com- 
pany’s business in force at the close 
of the year reached about $155,000,000. 

The Connecticut General Life shows 
in round figures about $15,000,000 in 
new business, for the year. This brings 
the total insurance in force up to 
approximately $75,000,000. This gives 
the Company a net increase for the 
year. 

The Connecticut Mutual Life had 
about $25,000,000 of new business dur- 
ing 1913, an increase of $3,000,000 and 
adding approximately $10,000,000 to 
the total business in force. This ex- 
cellent result is achieved in spite of the 
Company’s very conservative under- 
writing practice and low commission 
seale. 

The figures of the Aetna Life are 
not available but Vice-President Joel 
L. English reports a very satisfactory 
increase over the previous year. 

The Travelers during 1913 wrote 
over $56,000,000 in new business which 
is an increase of $7.700,000. 


INCREASES ITS GUARANTY FUND. 


The Kansas City Life has added to 
its guaranty fund on deposit with the 
State by depositing nearly $400,000 in 
high grade bonds. This makes the Com- 
pany’s fund on deposit with the State 
more than $3,000,000. Colonel Fred W. 
Fleming, vice-president of the Kansas 
City Life, who looks after the financial 
affairs of the Company, turned the se- 
curities over to Chief Deputy Superin- 
tendent Nelson. 








GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
‘WILL PAY THEM WELL 











MEN WHO CAN | 
DO THE WORK 







are offered remut 
tions as field repres 
desirable territory. 
are always open to the right men 
those who can produce applica- 
cations and collect premiums. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Frep E. Ricuarps, President 


Address ALPERT FE. AWDE, Supt., 
396 Congress Street, Portland, Maine 











1850 


Office, 277 Broadway. New York City. 


FINANCE 
COMMITTEE | WILLIAM H. PORTER, Ranker 


Good men, whether experienced in life insurance or not, may make direct « 
Company, for a limited territory if desired, and secure for themselves, in addition t 
mission, a renewal interest insuring an income for the future. 


1913 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


‘ontracts with 
first year’s com 
Address the Company at its Home 


this 






JOHN P. MUNN, M. D., President 
{CLARENCE H. KELSEY, Pres. Title Guarantee and Trust Co. 
EDWARD TOWNSEND, Pres. Importers and Traders 


Nat. Rank 











A goodly crew of money 
makers are writing 
Insurance for the . . . 











in Texas and Arkansas. If you 
want to join them, tell us now. 
JAS. A. STEPHENSON 
PRESIDENT 
DALLAS, TEXAS 




















THE 
MICHIGAN 
STATE LIFE 


DETROIT 


Insurance in force 
over 


$9,000,000.00 


Offers unexcelled Policies and 


splendid commission contracts 


direct with the Company to agents in 


OHIO--- MICHIGAN---INDIANA 
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PRESENT INCOME INSURANCE 


STRONG POINTS WHICH APPEAL. 








Unnecessary to Mention Amount of 
Insurance—Sum Per Month the 
Basis for Policyholder. 





The volume of income insurance that 
is being sold to-day shows a remark- 
able growth since this form became 
popular. It has many inherent advan- 
tages over forms both for the policy- 
holder, the beneficiary and the agent 
selling the protection. Although at 
first it was thought that income insur- 
ance would be difficult to sell and that 
it would be limited to persons of con- 
siderable means who could afford to 
take out large lines, experience has 
shown that income insurance is sold 
with great success by novices in the 
business and that any man able to 
carry life insurance at all, can and does 
include income insurance in _ his 
scheme of protection. This change 
has been brought about largely by the 
wide-awake agents themselves, who 
recognized a wonderful opportunity in 
the income plan. R. W. Stevens, vice 
president of the Illinois Life, in pre- 
senting this proposition to his field 
staff said recently: 

“Income insurance will oftentimes 
appeal to a prospective applicant w ho 
cannot be interested in a policy call- 
ing for a lump sum payment, and 
there are even more arguments for 
the writing of an income policy for 
the benefit of women and children 
than for insurance in a single sum. 

Set A Definite Income. 

“When presenting income insurance 
you should always talk about the in- 
come to be assured rather than the 
amount of insurance necessary to se 
cure the income. Assume for example 
that you are to approach a prospect 
age 35 for the purpose of presenting 
an income policy. The canvass could 


be made something along the follow: 
ing lines: 

“Mr. Prospect I want to talk with 
you about an investment that will 


mean an income to your family of $25 
a mopth for twenty years after your 
death. $25 a month is not a large 
sum, but if the little home is paid for 
this money coming in regularly on the 
first day of every month, and added to 
the other income that the family will 
have, would make things much easier 
and certainly keep them above actual 
want. By the time the income is run 
out the children will be grown and 
self-supporting and its discontinuance 
will not be a serious matter. 

“My company issues a contract un- 
der the terms of which you pay $124.38 
the first year, or $10.37 a month, and 
after the first year the annual pay- 
ment is reduced to $98.28, or $8.19 per 
month. In return for these payments 
the contract provides that no matter 
in what year your death may occur, 


even though it be the first, the pay- 
ments having been kept up, the in- 
surance company will pay to your 
tamily $25 a month, beginning im- 
mediately at your death and continu 
ing until two hundred and _ forty 
monthly payments have been made. 
“Or, in other words, my company 
agrees to pay your family a monthly 
income three times greater than we 
ask you to pay monthly for the in- 
come. You surely could lay by $8.19 
out of your own income each month 


for the assurance that because of such 
monthly payments your family at your 
death would, for a period of twenty 
years, receive an income of $25 a 
month. 

“A great deal more can be added to 
this suggested canvass, according as 
the salesman sees fit, and it is not 
suggested as being the best canvass 
but with the idea of illustrating the 
point that in selling Income Insurance 


the amount of insurance necessary to 
secure the income discussed should 
not be mentioned. Talk only about 
the income, and nine times out of ten 
the prospect who is interested will not 
stop to consider how much single pay- 
ment insurance such a policy means. 
“The advantage of talking Income 
Insurance is, that it enables you to in- 
crease the size of your applications, 
since many men who would not be dis- 
posed to consider taking more than a 
$2,000 single payment policy can be in- 
duced to buy a $25 Monthly Income 
contract, and the result of selling such 
a policy is insurance to your credit 
to the amount of $4,431 as against a 
straight $1,000 or $2,000 policy if you 
had approached the prospect on the 
basis of single payment insurance.” 





NEW YORK LIFE’S BIG FIGURES. 
Paid For Over $232,000,000 in 1913— 
Gain of $34,000,000—Total in Force 
Now $2,270,000,000. 





During 1913 the New York Life wrote 
new paid-for business amounting to 
more than $232,000,000 which is a gain 
over last year of about $34,000,000. The 
Company’s outstanding business in 
force at the close of the year was $2,- 
270,000,000, being an increase over the 
preceding year of about $100,000,000. 
The Company received during 1913, 
124,000 applications for over $135,000,- 
000 of new insurance. 


APPOINTING PART-TIME MEN. 





(Continued from page 2.) 
local agents that it is in their interest 
io share equally with the Company 
commissions on new business. 

“There is a Cisposition in various 
quarters of the country to require alto- 
gether too much and to dictate to com- 
panies who to secure to represent them 
and how to manage them after they are 
secured, going much too far, since, in 
the light of the last fifty or sixty years, 
worthy life and accident companies 
lave given evidence of ability to man- 
uge their affairs so as to do justice to 
all concerned.” 

Practice of The Prudential. 

President Forrest F. Dryden of The 
Prudential, explained to Commissioner 
Merrill that no officers or employes of 
tactories were appointed, as the Com- 
pany did not follow that practice. Also 
every agent of the company performs a 
service for any compensation received. 


The position of The Prudential was 
stated as follows: 
“While we have several part time 


Special Agents as indicated on the list, 
conditions in the State, occasioned by 
population widely scattered 
in small communities, seem to demand 
this arrangement. It is, however, em- 
thatically true of every representative 
of The Prudential that he performs a 
Cefinite service for any compensation 
received by him. This Company makes 
no advances to agents, and we believe 
that frequently Curing a period of edu- 
cation a man who may ultimately make 
2 great success of the business must be 
permitted to engage in some other em- 
I 
[ 


a sparse 


lovment during a portion of his time. 
t is always our purpose and that of our 
managers to develop the part time 
agent to such an extent that he will 
find it advantageous to devote his en- 
tire time to life insurance. Our man- 
therefore, instructs and canvasses 
with the agent with this purpose con- 
stantly in view and seeks to impress 
upon him the opportunities of the life 
insurance field.” 


Zer, 


KANSAS CITY LIFE’S GOOD YEAR. 

The new business of the Kansas City 
Life during 1913 issued and paid for 
basis was $19,350,000. The Company’s 
outstanding insurance December 31 was 
$54,000,000. The Guaranty Fund de- 
posited with the State of Missouri now 
amounts to $3,000,000 and the gross 
surplus to policyholders is $795,000. 
During the year applications were sub- 
mitted for $22,386,000, 





Blé GROUP POLICIES ISSUED 


$1,250,000 TO STREET CAR MEN. 








United Railroads of San Francisco and 
Other Large Employers Give Poli- 
cies to Employes. 





A number of large lines of group in- 
surance took effect on the first of the 
year, one of the biggest being that is- 
sued for the United Railroads of San 
Francisco, which owns most of the 
street railways of that city. Those of 
its employes who have been with the 
Company three or more years, the num- 
ber being 1,587, received life insurance 
policies aggregating $1,250,000. 

According to the provisions of the 
contracts every employe who has seen 
at least three years” service is insured 
for $250. For the men who have served 
four years the sum is $509 and for those 
who have worked five years or more 
the policy calls for $1,000 insurance. 

The Cleveland Trust Co. of Cleveland, 
O., has provided $250,000 in group life 
insurance for its employes, the policy 
being issued by the Equitable Life. 

The Armleder Co. of Cincinnati, has 
arranged with the Equitable Life Assur- 
ance Society to insure all employes who 
have been with the Company six months 
or more, for the full year of 1914. Each 
foreman will receive a premium-paid 
policy for $1,000 and all other employes, 
one for $500. This insurance is for the 
full year, unless the employe shall leave 
the Company during the year. In case 
of death during the year the beneficiary 
named by the employe will receive the 
face of the policy. 





UNEXCELLED IN 
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——{AND— 
Economy of Management 
THE 


Provident Life 
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OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


—The Fifty-third Annual Statement 
of the Home Life Insurance Company, 
of which Geo. E. Ide is President, shows 
that most satisfactory progress has 
been made during the past year; that 
the gain in insurance in force is over 
five and one-half millions, the amount 
in force being now nearly $111,000,000. 
After providing for the various funds 
for the protection of the policy obliga- 
tions, there remains upon a most con- 
servative basis of valuation a surplus 
of nearly two millions, over and above 
the fund of two and one-half millions 
which is set apart for deferred divi- 
dends, an item ordinarily included in 
the surplus account. The payments to 
policyholders during the year amounted 
to nearly three millions, including over 
half a million dollars in dividends to 
policyholders. 
“The Com’cl & Fin’cl Chron.”’ 1-25-13, 
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Reliance 
Life Insurance Company 
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Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured —Particip- 
ating and Non-Participating. 
Annual Dividend. CGuaran- 
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Has the Only Perfect Protec- 
tion Policy combining Life, 
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DISABILITY BENEFITS—INSURING INSURANCE 
By HENRY MOIR, 
Actuary, Home Life Insurance Co. of New York 











{Editors Nute-This Paper by Actuary Moir is given in full in Response to a Demaud 
for Information on the Subject it Treats. The Paper was Presented at the Recent 
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(Continued from last week.) 


Yet the statement is often made that 
“No extra premium is charged for this 
benefit’; indeed, of the companies in the 
United States already mentioned as offer- 
ing this feature, no fewer than 110 out 
of 161 in all report that no extra premium 
is charged. The premiums in common use 
for participating life policies generally con- 
tain a sutticient margin to cover the cost 
of this Disability feature; and it may be 
legitimate to treat the cost as a deduction 
from the dividends which may be earned; 
but it is clearly and grossly wrong to try 
to impose upon the public the idea that 
something is being given for nothing. The 
fundamental basis of all insurance is the 
bearing of one another's burdens, and any 
benefit bestowed upon a- few unfortunates 
must of necessity be borne by the fortunate 
many who agree to share the total cost 
vud the protection, but who do not become 
claimants. 

"a if a company were issuing non- 
participating insurance only and had the 
provision in all its policies, what would we 
find? There are some occupations where 
a special disability hazard is incurred, as, 
for example, miners, sawyers, railroad em- 
ployes, ete. There are four possible meth- 
ods of treating this contingency—namely: 
(1) Exclude the benefit; (2) Charge a higher 
rating for occupation than the occupation 
strictly requires; (3) Decline the risk; or 
(4) Take chances and stand the consequent 
loss. Many of the companies claiming that 
they charge no extra are of a type which 
will follow the fourth course; but it seems 
clear that the best practice would be to 
exclude the disability risk and allow a fair 
1eduction from the premium otherwise pay 
able. When this is done it is surely clear 
that an extra must be_ included in — 
normal premium if a deduction can - 
made when the benefit is withheld. m.. 
might be feasible to charge an extra is- 
ability premium; but there is as yet no 
scientific basis for any such practice. 


Old Age Limitation. 

Another of the points on which great 
differences exist relates to the age at =— 
the Disability feature terminates. e 
limitation of the benefit in old age is de- 
sirable because it is difficult, in many cases 
impossible, to distinguish at the older ages 
between permanent disability and mes 
senility. Indeed, if the benefit be grantes 
at all ages policyholders retiring from busi- 
ness might claim that they were doing so 
on account of physical or mental incapacity, 
thereby placing a heavy burden upon insur- 
anee companies, especially n a 
with policies on the Whole Life plan. ui 
this limitation were abolished the Disabil- 
ity premium would have to he largely _ 
creased; indeed it would probably result no 
only in higher premiums, but also in the 
refusal to grant any _ policy under which 
there would be premium payments aoe 
an age to he on green Mg nny Stake 

he most comm ° 
von By as already indicated. About 
two-thirds of the companies have adopted 
this age. A very small number—about = 
per cent.—stipu'ate that the Benefit sha 
cense at 55. and most ¢ gene ae — 
: . Three or four companies us 
spec os stil) smaller number age 70. 

But a considerable number of companies 
have apparently drawn their policies loosely 
and without specifying any particular age 
at which the beseftit will cease 5 ee 
This seems unaccountable and oe, 
Ordinary Life polieies are sold at the — 
ages. If a company were to stipulate tha 
all of its policies should be in a form un- 
der which premiums would cease at ase 
70, or at age 75 at the latest, there —_. 
be justification for the method in whic 
some contracts are drawn. But if eye id 
Life policies are sold at the older ages, t 4 
regligence of such companies is extreme an 
heavy losses are likely to result. To _ = 
trate this, we find that at age 55 if the 
benefit cease at age 60 the net premium is 
quite moderate—a little over $1: if the ben- 
efit were carried to age 65 this extra pre- 
mium would be about double, and if it were 
earried to age 80 an extra premium_ ap- 
proaching $15 would be required. These 
latter figures are approximate only; but 
sufficiently close for illustrative purposes. 
Needless to say companies do not charge 
any such extra preminms. 

Other Safeguards. 

Even this danger may be reasonably well 
avoided if the only Disability Benefit be 
the payment of the sum insured by fixed 
instalments, and if policies with this re- 
stricted benefit be issued only at the 
younger ages or on limited payment forms. 
This also is done: but by relatively a small 
number of companies. Moreover, some com- 
panies stipulate that in event of disability 
after age 60 the premiums which would 
have fallen due thereafter shall be charged 
os an indebtedness against the sum Insured. 
If the entire premium were charged in this 
way it is conceivable that the indebtedness, 
even without interest, might exceed the 
sum insured. To avoid this objectionable 


condition the premiums after disability 
may be churgead, net on the original sum 
insured or face value, but on the face value 
less existing indebtedness: The premiums 
after disability wiil thereby decrease, aud 
some balance of vaiue will always be avail 
able for the beueticiary. 

As the original idea was imported from 
Germany it was natural that actuaries 
should look to the same country for a scien- 
tific basis, since mere impressious—even in 
telligent impressions—do not enable us to 
deat with such questious in a businesslike 
Way. Some of the earhest tables of dis- 
ability premiums were therefore based upon 

Early Statistics. 
Statistics compiled in Germany. These first 
statistics of invalidity dealt with the ex- 
perience of railway employes; and, as no 
dumitation was placed upon the age at which 
the disability benefit could be claimed, the 
necessary eXtra premium became very high 
at the older ages. Indeed, at age «5 it 
Tan up to, roughly, $300 per $l,., be- 
cause after that age it is often ..upuoossible 
to distinguish true invalidity 1:1... senility 
or even irom a mere difficulty vu: securing 
work, Moreover, railroad service is one 
from which the aged are compelled to re- 
tire before actual senility—hence the ex- 
cessively high disability premiums from that 
particular experience. Some useful statis- 
tics were also derived from the experience 
ot British . Friendly Societies, 1861-1870; 
but both these tables have been discarded 
in this country in favor of statistics drawn 
from several large fraternal orders, be- 
cause it became evident that the German 
railroads and British Friendly Societies did 
not supply sujtable data for current con- 
ditions in this country. Statistics were com- 
piled from the records of the Maccabees of 
the World by Mr. Abb Landis; and these, 
combined with the experience of one or 
two other fraternal orders, have been 
brought into proper scientific shape. The 
experience during the early years after 
medical examination for insurance was ex- 
cluded in the latest investigation by Mr. 
Arthur Hunter so that the rates adopted as 


} 
| 
Standard Disability Rates. | 


“standard” by the New York Insurance 
Department represent an “ultimate” rate 
of disability which should furnish a safe 
basis of operation, free from danger, and | 
without doing injustice to other policyho!d- 
ers. The standard net rates adopted by the 
Insurance Department of New York indicate | 
that the net premium required at age 2u/| 
for the waiver of Ordinary Life 3 per cent. 
net premiums per $1,000, in event of dis-| 
ability before age 60, is but 10 cents; at age 
40 it is increased to 32 cents; and at age 
55 it is $1.12. For the waiver of a 20 Pay-| 
ment net premium, the net extra at age 20 
is but 6 cents; at age 40 it is 2 og 
and at age 55 it is $1.16. These premiums| 
are scientifically computed, and are the best | 
yet available, although admittedly based 
upon statistics which do not necessarily con- | 
form to the conditions under which the} 


benefit is now being conferred by old line! 


life companies. | 
Pitfalls. 
Even when accurate net premiums have 
been computed, these would merley insure 
the waiver of net premiums only; while 
many of the companies agree to waive! 
participating premiums and to pay the same! 
dividends when the premiums are thus 
waived as would be paid if the policies were 
being maintained from year to year in the 
usual course of events. The net standard 
premium to insure the waiver of a _ net 
Whole Life premium at age 40 is but 32 
cents; but if the insured be entitled to 
dividends, then the net published premium 
is insufficient, since it must be increased 
by a percentage equal to the percentage 
of the net life premium which will be pay- 
able as dividends from the loadings of sub- 
sequent years. After premiutay are waived 
much _ collection expense may be_ saved, 
but if dividends are paid, net extra pre- 
miums must be raised to provide such divi- 
dends. After computing this enlarged net 
premium, the proper loadings for expense 
should be made. There are many little pit- 
falls of this nature, open for the unwary, 
and the entire subject is one which needs 
careful scientific study, instead of being 
treated with that looseness of method with 
which it has been surrounded in the past. 


Disabled Lives. 


Many, indeed most, lives insured become 
disabled before they die. Except in the 
case of very sudden deaths there is always 
some period of disability; but a large pro- 
portion of these cases have no effect on the 
premium for this extra benefit. In some 
cases, where a premium falls due while 
the insured is in a moribund condition, the 
company will lose. that individual premium; 
and. in like manner, cases will arise in 
which the insured will die during the grace 
period and the premium cannot be col- 
lected; but the intent of the provision seems | 
clear that such cases are not meant to! 
come within the scope of this particular 
feature, which is designed to cover the 


more lasting forms of disability and to 
lighten the hardship of prolonged sickness. 
But there are also disability claims which 
arise from causes not necessarily leading 
to an early death. For example, a man 
becomes blind, or loses both arms by ac- 
cident; or, again, certain types of insanity 
while they unfit a man for business yet 
seem conducive to longevity, perhaps be 
cause of the care a patient receives in a 
sanitarium and his regular life. Such are 
the expensive cases from the disability 
standpoint. Such cases are comparatively 
rare; by far the more common forms of 
invalidity bring an early death, as tuber- 
culosis, paralysis and most forms of in- 
sanity. The death benefit is already cov- 
ered for the full sum insured by the regu- 
lar premium, and the extra for disabality 
covers only the premium waiver during the 
interval, short on the average, between dis- 
ability and death. 


Mortality of Disabled. 


There are some interesting features shown 
by the mortality of disabled lives. As might 
be expected, the rate is highest during the 
year immediately following disability. But 
Strangely enough it is higher at the young- 
er than at the older ages. It has been 
shown th: the mortality during the first 
year of disability at age 25 is about 40 out 
of 100; about 2U per cent. the second year; 
about 10 per cent. the third year; and only 
about 5 per cent. the fourth year. (T.A.- 
8.A., Vol. XII, p. 79.) On the other hand, 
if disability takes place at age 65, the 
mortality in the first year is less than 20 
per cent.; in the second year, about 13 per 
cent.; in the third year, about 12 per cent.; 
in the fourth year about 10 per cent.; and 
at no time comes much below 10 per cent. 
These figures show that at the younger ages 
disability is usually a precursor of death, 
but at the older ages the lives, having less 
recuperative power, disability is more likely 
to be long drawn out and expensive from 
the disability standpoint Doubtless many 
of the claims at young ages arise fron 
tuberculosis or serious accidents which are 
liable to result fatally soon after. Those 
who survive for two or three years after 
disability occurring at a young age become 
fairly good lives on the average—showing 


(Continued on page 9.) 
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_Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 
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BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a agfe, 
equitable contract 
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Assets Jan. 1,1913.... $61,418,397.99 
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his section. 


are liberal and easily sold. 


Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 


Some excellent territory open for high class personal producers, Attractive 
contracts to right parties. Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 








Surplus to Policyholders 
$388,324.02 


Assets Premium Income 
$57,088.47 $18,704.10 


San Antonio Life Insurance Company, ***,AN72"'° 


HENRY A. HODGE, President 

Insurance in Force, $4,715,584.00 
| 2064 policies, with prems 
GAINS DURING 1912 
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‘LIVE HINTS FOR BUSINESS GETTERS | 

















Practical Suggestions to Help the Man With the Rate Book Increase 
His Incotne and General Efficiency. 
Every agent at some enough that it is the big cases that 
Getting time or other finds bring in an income above just the neces- 
Out of himself in a _ tight sities, but they never seem to develop 


place when it requires 
the greatest tact and 
skill to get out successfully. Robert 
Snyder of the Penn Mutual Life tells 
of such an instance in which he won 
out. 


Tight Places 


“Some years ago,” said Mr. Snyder, 
“I was requested to run up to 
Williamsport, Pa., and write a very 


prominent business man. On reaching 
him I said: ‘1 have been sent to you 
to give you the refusal of a new plan 
of life insurance which our company 
has recently formulated. If you will 
permit our doctor, who is also your 
family physician, to look you over, in 
the course of a few days I shall be able 
to submit a very flattering proposition.’ 

“The examination proved satisfac- 
tory, and I submitted Ordinary Life for 
$20,000, payable in twenty installments. 
The papers were sent to the home 
office, but the company I represented 
at that time had a $2,000 policy on this 
gentleman and sent word that the Ordi- 
nary Life plan would not be written. 
The best they could offer was $8,000, 
Fifteen-Year Endowment. The gentle- 
man in the meanwhile took a hurried 
trip to California and had returned only 
days before I had received the 
$8,000 Endowment policy. When I pre- 
sented it to him he said: ‘I concluded 
your company would not write me and 
since you were here the T—agent called 
on me and has written me for $20,000 
on the Ordinary Life plan, which makes 


a few 


over $90,000 on my life.’ I said: ‘This 
$8,000 would make your line only $100,- 
000, which, at five per cent. interest, 


would only partly take your place as 
an earner for your estate and family. 
You, being a banker, are certainly 
familiar with investments and mort- 
gages and debenture bonds. Just look 
on this proposition as a debenture bond 
which we agree to sell you on an 
annual installment plan, running over 
a period of fifteen years. There goes 
with it the provision that, should you 
die during that time, you will be re- 
lieved from the payment of any further 
installments and the bond will be pay- 
able in cash for the benefit of your 
estate. The net cost of this bond will 
not be over ninety per cent. of its face, 
while in the event of your dying or liv- 
ing we must cash it for $8,000.’ He 
then said: ‘To whom shall I make the 


check payable?’ and the case was 
closed.” 
* + * 
There are any number 
A Good of agents in the field 
New Year’s who have become so 
Resolution accustomed to writing 


policies for small 
amounts that they just continue to offer 
them as a matter of course and leave 
the larger business for the other fel- 
low. Some agents have so little confi- 
dence in themselves that they never 
dream of working up a big case and 
year in and year out they do an enor- 
mous amount of work for a compara- 
tive small return. They know well 


courage enough to break into, this field. 

S. W. Albert, of the Easton, Pa., dis- 
trict of The Prudential, tells of his 
personal experience in canvassing for 
larger policies. 

“I realize that my subject is a difficult 
one to explain to others,” says Mr. 
Albert, “as there is a correct way and 
an incorrect way of going about it, and 
it is only the correct way that produces 
satisfactory results, 

“I do not single out any one prospect, 
but seek them all by straight canvass- 
ing. Having one in mind, I find out his 
financial standing, if he is interested in 
the subject of life insurance and if he 
already carries any policies. If he is 
not interested in the subject, the agent 
must help him to become so, in that 
tactful, businesslike way that seems 
best to him. 

“In beginning your talk, use big fig- 
ures, ten or twenty thousand dollars, for 
example; and if after you have present- 
ed the benefits of Prudential insurance 
he thinks the amount you suggest too 
large for him to carry, come gradually 
down the scale of amounts. 

“When I feel that my prospect is be- 
coming interested, I present to him 
plain facts, a few primary arguments; 
then if he is not ready to sign the ap- 
plication, I leave him with the under- 
standing that I will call again the next 
day, and I keep my engagement. 

“We need to be careful not to lose 
our prospect’s attention after we have 
once gained it, but don’t expect to write 
him up for ten or twenty thousand dol- 
lars all in five minutes’ time. Go slow- 
ly and proceed with caution. 

“An argument that I have found very 
successful with business men is to 
picture to each the great help the ten 
or twenty-thousand-dollar policy would 
be to him in case of financial stress 
through its collateral value. 

“Any reasonable business man can be 
made to see that he is making a good 
investment on his money in taking out 
a Prudential policy, therefore talk up 
the big cases.” 

om - - 
The more men you see 


Our Aims and the more you talk 
Are Much life insurance, the more 
Alike you will come to the con- 


clusion that we are all 
very much alike—that other men feel 
and reason very much as you do. Now 
if you are a young man you are look- 
ing ahead to the time when you shall 
have reached age 65, when, if you live, 
you feel dead sure now that you will have 
acquired a competency and that you 
will neither have to work any more 
then nor be dependent for support upon 
others. Well, just look around and con- 
yince yourself what a small percentage 
of the men who are 65 and over have 
got that competency you are dreaming 
of, and how large the percentage who 
still toil or are dependent more or less 
upon others. What a splendid argu- 
ment that is for life insurance protec- 
tion.—Great Northern “Facts.” 








Some field men will have 
nothing to-do with slow 
cases, figuring that the 
time consumed could be 
more profitably used in 
following quick ones. On the other 
hand many agents are very skillful 
in handling slow cases and as a matter 
of fact there are always some slow 
cases on every agent’s list. In discuss- 
ing the cultivation of slow cases, 
Samuel Polk, of St. Louis, general 
agent for the Pacific Mutual Life, re- 
cently said: 


“The best method of cultivating ‘Slow 
Cases’ can be described in one word— 
‘Persistency.’ I know of no rule about 
being persistent, but be tactful with 
it. My experience has taught that no 
two men can be handled alike, when 
soliciting. Those who can be forced are 
usually closed at the first or second in- 
terview, and those who cannot be 
crowded may take an indefinite length 
of time. 


“My practice has always been to see 
the case periodically. The prospect 
should be visited once a week if 
possible. If allowed to go too long, the 
work accomplished at the first inter- 
view may lose its force. If one cannot 
see his case once a week, then say once 
in two weeks, or once a month. If the 
prospect is not geen at least once a 


Working 
Up Slow 
Cases 


month, it is a matter of grave doubt as 
to whether you are keeping alive his 
interest. 

“Make it a rue never to let a man 
feel that you do not hope to close him 
some time. In your own mind you may 
have concluded that the prospect is 
very poor, but it is not wise to let that 
feeling become apparent to the one 
whom you had hoped to write. He 
likes to know that yow think he is of 
enough importance to receive an 
occasional visit from you, at all events. 
Every time you see him try to give a 
new thought or argument, something 
different from anything previously of- 
fered. Leave a piece of literature with 
him in the hope that the last angle 
presented may move him to action. 

“Most agents like to write their 
prospects at the first interview, but 
there is a feature about the ‘Slow Case’ 
that is well worth considering, and that 
is that the man who is slow to buy is 
usually the one who will take pains to 
keep his policy in force. The slow 
buyer is, generally speaking, a man who 
considers well what he is about to un- 
dertake, and figures carefully, so that 
he may know what he is doing, and 
consequently, after he does buy he holds 


“on and becomes the best customer be- 


cause he keeps his policy in force. Busi- 
ness that does not renew is not worth 
writing.” 











Assets over One Million. 
(average One Million a month), 
We want a capable 
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The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 
Business received first cight months, 


general agent for vacant office. 
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Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably 
all its records are in excellent shape. 

“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 


managed, and 


Evidences are not lacking 








OPEN TERRITORY 








Personal Producers who have also ability to organize 
territory and build a staff of productive agents will find 
abundant opportunity and salable policies with 


Scranton Life Insurance Company 


JAS. S. McANULTY, President 
SCRANTON, PA. 











Solicitors are like gizzards, ne good without grit. 


mean the realization of all your dreams. 


How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you ? 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. You can secure a 
good position in a state where only eleven companies wrote as much asa million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
individuality at its full value. The president of this Company is W. T. Crawrorp ; Vice-President and General Manager, L. D. Prewrrrt ; 
Superintendent of Agencies, J. F. WELLINGTON, all of Shreveport, La. 


If you have the grit to make a change and a reasonable 


Ambition is the main- 
Jf you 
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WESTERN LIFE MEN ASSEMBLE 


HOLD SUCCESSFUL CONVENTION. 


Kansas City Life’s lowa Department 
Meets at Des Moines—Good Speak- 
ers and Live Program. 


The first aanual convention of the 
Iowa department of the Kansas City 
Life Insurance Company, in Des Moines 
January 2, was a big success. Business 
sessions were held in the offices of M. 
M. Deming, State manager, in the Hub- 
bell Bldg. President Reynolds, Col. 
Fred W. Fleming, vice-president of the 
Company, Orville Thorp, manager for 
Texas and D. J. Cravens, Nebraska State 
manager, addressed the convention, fol- 
lowing which there was a general dis- 
cussion of field problems. In addition 
to the officials named, Fernando P. Neal, 
chairman of board of Southwest Nation- 
al Bank of Commerce; and C. M. Smith, 
pres. Commonwealth Nat. Bank of Kan- 
sas City, both directors of the Company, 
and H. A. Fitch, president of the Kansas 
City Commercial Club, were present. 
The party was entertained at luncheon 
by the Greater Des Moines Committee, 
Fred C. Hubbell, chairman; and Ralph 
P. Boelton, secretary; at the Des Moines 
Club, following which Lafe Young, Jr., 
in a brief but eloquent address wel- 
comed the visitors, and President Fitch 
of the Kansas City Commercial Club re- 
sponded. Forty agents and guest s took 
HOW BEST To MAKE INCREASE. 
Personal Reputation as a Factor— 

Other Things That Enter into the 

Agent’s Work. 


B. T. Hopkins, superintendent at 
Wilmington, N. C., for the Life Insur- 
ance Co., of Virginia, in discussing 
how to make an industrial net increase, 
says: 

“As what we are speaks so much 
louder than what we say, I believe that 
a superintendent can best further the 


interests of his company by keeping 
himself and his business methods 


above critcism at all times. It has been 
my experience that a reputation for 
fair and above-board dealing is one of 
the strongest stakes in the increase 
fence. 

“Knowing that a contented family 
zces far toward the making of a suc- 
cessful agent, I would endeavor to, 
first, secure a good class of men and 
have them, if married, as well located 
possible, in the town, thereby en- 
abling them to reach the better classes. 
After equipping themselves with all 
the information available in the way of 
instructions, forms of contract, etc., 
they are then in a position to bring in 
something definite in the way of good, 
substanital increase. 

“IT believe the assistants and agents 
should be given a reasonable allotment 
for new business and increase, and then 
be required to make the amount 
allotted. While I do not like finals, 
I believe that in the case of a worth- 
less, indifferent or persistently crooked 
agent they are to the life of a force 
like the amputation of a diseased limb. 

“Superintendents should examine 
personally all business written in their 
districts, throwing out such as is known 
to be worthless, thus making the 
largest increase possible at the small- 
est cost to the company. Good collec- 
tions and close lapsing are two good 
helps to increase making; these in 
connection with a Thursday and Fri- 
day canvass in every week cannot fail 
of good results. I believe in making 
friends of the ‘policyholders, the one 
who carries a five cent policy equally 
as well as one with a $5,000 one; and 
the longer one stays in one place the 
more does he see the importance of 
this feature. Finally, I think the re- 
sults of the assistants and agents 
should be placed before them often. If 
they are satisfactory, a word of com- 
mendation; if not, a talk as to how to 
better conditions will be of great 
value.” 


as 


dinner together at the Savery Hotel, r 
Manager veming acting as toastmaster. 

Governor Clark of iowa, WO Was a 
guest at the dinner, delivered a most | 
entertaining and imstructive aduress, | 
auring which be compiimented the work | 
of ule underwriters as bemg of the 
greatest value to society, and predicted | 
a tremenaous development in the hog 
and hominy section of the Mississippi | 
Vatley, inciuding lowa, Southern Min- 
nesota, Missouri, eastern Kansas and 
luinois. The Gvoernor described this 
seculon as the bread basket of the Na- 
uon, the annual farm production of 
which was greater than ali of the gold, 
silver and other precious metais mined | 
in the entire world. Orville Thorp was | 
introduced as president of the Texas 
Life Underwriters’ Association and also 
as being manager of the largest agency 
west of the Mississippi River, which pro- 
duced during 1913 more than $5,000,000 
new business. 

Col. Fleming, F. P. Neal, G. M. Smith, 
W. F. Ramsey, Jno. H. Blair, vice-presi- 
dent of the Des Moines Nat. Bank, and 
H. A. Fitch also spoke, and following a 
short address by President Reynolds, 
the meeting adjourned. 

The Kansas City Life office at Des 
Moines, is the baby agency of the Com- 
pany, having been opened for business 
in December, 1912. The agency paid 
for $1,000,000 new business during 1913, 
and Manager Deming announced that 
the lowa department of the Kansas City 
Life would pay for a minimum amount | 
of $2,500, 000 before December 31, 1914. 


AN AGENT'S FRANK CONFESSION. 


Realizes Now That He Failed Because | 
He Really Didn’t Try— 


His Advice. | 





A former agent of The [Pru- 
dential, who has taken up other work 
and who has had the time fully to con- 
sider the causes of his failure as an 
agent, has written a letter to his old 
superintendent, in which he manfully 
owns up that the reason he did not suc- 
ceed was because he did not really try. 
The former agent’s letter as reproduced 
in The Prudential Record says: 

Inspiration in Failure. 

“As a rule we listen to what success- 
ful men have to say, but in this instance 
an unsuccessful insurance mah 
to make a few comments, 
own Weakness and failures as a subject. 
My career in the insurance business 
was a failure, and I want it to be an 
inspiration to those men who are now 
in the insurance field. Time and space 
will not permit me to elaborate as 
much as I should like to do, but I will 
endeavor to give you a few of my im- 
pressions. 

“Every man carrying a 
should be proud of his occupation. Al 
ready insurance is being studied in 
some of our colleges and is being looked 
upon as part of economics; it is a 
clean, wholesome and refined business, 
in which one‘s intelligence and experi- 
ence are broadened. 

“I can say without fear of contradic- 
tion that, had I been compelled to work, 
or of my own free will had worked, as 
hard while in the service of The Pru- 
dential as I am forced to work in my 
present position, I would not have to 
refer to myself as a failure. In my 
present position I start out Monday 
morning and work persistently until 
Saturday evening, reporting at head 
quarters twice daily. 

“Many men going into the insurance 
business leave positions requiring close 
application and hard work, and subject- 
ing them to constant supervision. 
These find, in their new position, that 
they are, in a considerable measure, re- 
leased from the continual drive. But 
some become indolent, and shortly be- 
gin to look upon their new work as a 
recreation, as a sort of leave of absence. 
To such I would say that if they want 
to make a success of the insurance 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
_ (Stock Company) 


~~~ Of the People 
the Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1912 was: 


536 per day in Number of Claims Paid. 

6,765 per day in Number of Policies 
Issued and Revived. 

$1,605,814 per day in New Insurance 
Issued and Revived. 


$256,199.07 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$145,616.61 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








President 
Ist Vice-President 
B. H. WALKER, 


J. G. 
E. D. 


WALKER, 
HARRIS, 


Home Office - - 


OLDEST - 


Southern Life 


ThSurance in For 





Assistant Secretary 


The Life Insurance Company of Virginia 
ee RICHMOND, VIRGINIA 


Its Policies are clear and definite in their provisions and their values are peo 
guarantee 

Assets ee December $1, 1912 ; .sese. $8,470,628.54 

L iabilities . sons .. December 31, 1012 sata 6,992: 26.35 

Capital and Surp lus.... December 31, 1012 1.478,009.19 


ce December 31, 1t 412 
Total Payments to Policyhoiders since Organization 


W. L. T. ROGERSON, 2nd Vice-President 
A. 8S. HURT, 


Secretary 


- STRONGEST 
c necveetneed 


85,963,852.00 
2,9086,813.35 





DISABILITY BENEFITS. 
(Continued from page 7.) 


We may 
against a 
potent factor at the 
the figures con- 
already explained, that 
‘nt disability, viewed as 
regular life insurance 
greater at old than at 


of youth. 


selection 


the recuperative 


aiso 


power 
that 


Plea for Concord and Harmony. 


1eral thoughts and 
the difficulties 
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although 


cal 
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fair dealing 
from the 
that liberal treatment 
There is a crying need for 
formity in practice Those 
most opportunity and have 


uni- 
had 
most 


greater 
who have 
applied 


just as hard 
positions. 


must work 
their former 
position, the reward of 
industry comes quickly, and their ef 
forts will better compensated in the 
form of dollars and cents than in their 
former positions. 

“IT freely state that the reason for my 
not making a success while with The 
Prudential was due to the lack of hard 
work and persistent effort. While 
there is still hope that I may be able 
to acquire them, I find that their lack 
has become a serious handicap; they 
are necessary essentials to success.” 


business, they 
as they did in 
“In their new 


be 





lity to a study of the question are in 
sol ie agreement, so far as the writer 

st ut many of the smaller companies 
gone ahead without adequate advice, 

Ss unfortunate that a subject like 

pailie of scientific treatment, should 

indied in the amateurish way in which 

) s in this country. This is 
pecially uoticeable in the variety of ben- 
efits granted, in the so-called options which 
tte out of harmony with one another, 

d is treaiiuent of hazardous occu- 
tious vomen ind other special risks. 
it can easily be seen that the benefit can- 
ot be granted to married women with the 
freedom it cau be to men in responsible 
positions, beca women spend much of 
hei me at hon inyhow, and a condition 
f mic invalidism is relatively common 
gz those who a well-to-do; while, on 
ther hand, men have a greater incen- 

tive to e i living, retal n their business 
sts and re le insurance fo. 

ers A free ¢ >xDOxit ion Of difficulties and 

g s 1s th best means o ar- 

ng at great and harmony, for 

n this subject has 





le better class com- 
late their experience 
.uthoritative tables 
study this subject. 
several years for an 
to accumulate, and 
part of wisdom to 
usly so long as the 
not fully advised 
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THE EASTERN UNDERWRITER 
A Weekly Journal Which Helps the Agent 

PRICE $3 PER YEAR 


Address, 105 WILLIAM STREET 
NEW YORK CITY 
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UNDERWRITER 


This newspapes is owned and is pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
105 William Street, New York City. 
B. F. Hadley, President; Clarence Az- 
man. Vice-President and Treasurer; G. 
A. Watson, Secretary. The address of 
the officers is the office of this news- 
Telephone 2497 John. 
$3.00 a 


paper. 
Subscription Price year. 
Single copies, 15 cents. 
Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 


of March 3, 1879. 


"SAR IN LIFE INSURANCE. 


life insurance 
just closed, 


the 


year 


reports of 

for the 
far as they are available. show 
satisfactory results and justify 
that is expressed on all 
It is only when 
the busi- 
life insur- 
seem un- 


The 
-companies 
in so 
very 
the optimism 
sides as to the outlook. 
with 
new 


made 
the 
year 


comparisons are 
of 1912 that 
written last 
satisfactory as to volume. 

the companies 
business as compared 


mess 
ance can 


A number of show 


decreases in new 
with 1912, but the explanation of this 
is that 
in life 
pected, furthermore, 


a phenomenal year 
It is not to be ex- 
that in a year of 


1912 was 


insurance. 


eneral business depression, the volume 
of new life insurance should be as 
great as in even normal times, much 
ss in a year of such extraordinary 


life insurance activity as was witnessed 


two years ago. 
There were some sections of the 
country in which the volume of new 
business continued undiminished. The 
South maintained its position in this 
respect and certain parts of the North- 
t wro their full quota for the 
year and even better. Altogether, the 
outlook for 1914 assures a good year 
for li insurance agents and com- 
pani The expansion in trade and 
general business activity that must 
ime oon to make up for the pro 
onged period of waiting, will bring 
ith it a heavy and increasing demand 
for life insurance protection. 
THE LATEST TRUST 
g the National Board of 
Underwrite which recently made 
i port on conditions in that 
city, a Harrisburg man tells local 
wSpape hat he intends prosecuting 
National Board, alleging that it 1s 
a “trust.” There is an element of 
ith in this. The National Board is 
he closest kind of a co-operative 
ovement to encourage in every way 
better buildings, adequate 
ms, good fire departments 
1 other improvements and equip- 
nts reduce the fire waste, and to 
nake in cities and towns safer and 


more comfortable, 





EXPERIENCE DURING PAST YEAR. 





Fire, Life and Gasualty Offices Will Pay 
Attractive. Dividends to Stock- 
holders. 


Citizens of Hartford holding stock in 
the great insurance companies of the 
city, are naturally concerned each year 
as to the prosperity of the different or- 
ganizations, and eagerly await official 
advices upon the subject. 

Despite the depression in the secur- 
ity market, and other untoward events, 
1913 dealt rather kindly with the well 
managed companies of the Capital city, 
all of whom will pay satisfactory div- 
idends to their respective stockholders. 

Reviewing the progress of the insure 
ance interests during the past twelve 
months, the “Connecticut Courant” 
\aid a day or two ago: 

“The capital stock of the Phoenix 
has been increased from $2,000,000 to 
$3,000,000. The dividends of the re 
maining fire insurance company stocks 
are estimated as of a year ago. Dur- 
ing the year the Standard Fire Insur- 
ance Company has increased its cap- 
ital stock from $500,000 to $1,000,000, 
issuing the stock at $75 a suare, equiv- 
alent to 150. ($500,000 capital, $250,000 
surplus.) The new capital will be paid 
in during 1914. Dividends on the in- 
creased capital stock will continue at 
the rate of 8 per cent. per annum. 
The Orient Insurance Company has in- 
creased its capital stock from $500,000 
io $1,000,000 and issued the same as a 
stock dividend. 

“The life insurance companies are 
reported to have had a very prosper- 
ous year. January last the Travelers 
increased its capital stock from $2,500,- 
000 to $5,000,000 and also declared a 
special cash dividend of 100 per cent. 
to pay for the increase. On the in- 
creased capital stock, the Company is 
paying quarterly dividends of 4 per 
cent. or 16 per cent. per annum which 
is equivalent to 32 per cent. on the old 
capitalization. The last instalment on the 
$2,000,000 Aetna Life receipts was pay- 
tble on October 15, 1913, and the out 
standing capital stock of the company 
is now $4,000,000. The company is 
paying at the rate of 10 per cent. reg- 
ular and 5 per cent. extra. The divi- 
dend due this January is estimated, as 
of a year ago, 2% per cent. and 5 per 


cent., making 7% per cent. all told. 
The dividends of the company will not 


be declared until New Year’s Day and 
there are rumors that there may possi- 

lv be an increase. 

“The casualty, liability and surety 
companies have also had a very pros- 
rerous year. The Travelers Indemnity 
Company, which declares its dividends 
annually, has declared a dividend of 8 
per cent., whereas a year ago 6 per 
cent. was paid. The Aetna Accident & 
Liability Company has declared a 
quarterly dividend of 2% per cent. in- 
stead of 2 per cent, raising the annual 
rate to 10 per cent. 


Following are the dividends in de- 

tail: 
Fire Insurance Companies. 
(All Estimated.) 

Rite. Be MS 8s s6 ove cede $250,000.00 
Connecticut, 344% qu 35,000.00 
Hartford, 10% qu. ........ 200,000.00 
National, 5% qu. ....ccccoe 100,000.00 
yo a, A eer re 150,000.00 
Standard, 4% (old capital) 20,000.90 


$755,000.00 
Life Insurance Companies. 
(Estimated.) 
Aetna Life Ins. Co. 21%4% qu.$100,000.00 
Aetna Life Ins. Co. (accid.) 


5% 200,000.00 
20,000.09 


200,000.00 


Conn. General, 5% 
Travelers Ins. Co. 4% 


$520,000.00 
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ROBERT ADAMSON. 





Robert Adamson, the new Fire Com- 
missioner of New York city, was born 
in a small English city from which he 
went to Atlanta where he entered jour- 
nalism. A splendid reporter, he became 
editor of the Atlanta “Journal.” Com- 
ing to New York he earned the reputa- 
tion on the New York “World” as a 
political reporter, able, honest and a 
virile writer. Mayor Gaynor picked him 
out as his private secretary, and Mayor 
Kline continued him in that office. He 
managed the shovel campaign for Mayor 
Gaynor’s re-election which terminated 
at the death of the city’s executive. 
Next Mr. Adamson was made the suc- 
cessful manager of the Fusion Cam- 
paign. Mayor Mitchell stated to friends, 
“Adamson can have everything he 
wants.” He was made Fire Commis- 
sioner succeeding his personal chum and 
political opponent, Joseph Johnson. As 
a high type of public official of the 
new regime Commissioner Adamson’s 
administration will be watched with 
interest. 

a 7 o 

Walter G. Cowles, vice-president of 
the liability department of the Travel- 
ers, was recently asked by the Hartford 
“Times” for a series of articles explain- 
ing workmen’s compensation. In view 
of the great interest in this subject at 
the present time in Connecticut, Mr. 
Cowles agreed to write these articles 
which are now being printed. They are 
ably written and treat the subject in a 
broad, comprehensive manner. 

* ” + 

Thomas P. Harvey has resigned as 
superintendent of claims for The Pru- 
dential Casualty Company and will re- 
sume the practice of law, and, also, take 
active charge of an independent casual- 
ty adjusting bureau with offices at In- 
dianapolis. Previous to his connection 
with The Prudential Casualty Company 
Mr. Harvey for five years was an ad- 
juster for the Travelers Insurance Com- 
pany, of Hartford, being in charge of 
claim departments in Indianapolis, Co- 
lumbus and Louisville. 

* - a 

William Edwards, better known in 
New York as “Big Bill” Edwards, has 
entered the insurance business at No. 
95 Liberty Street, after many strenuous 
years a street cleaning commissioner 
of New York city. Mr. Edwards has 
not entirely given up street cleaning, 
however, as he has accepted a retainer 
to keep Newark, N. J., free from ashes, 
garbage and rubbish. Mr. Edwards 
made his first reputation as a member 
of the Princeton football team. He 
weighs between 300 and 400 pounds. 


Louis St. John Thomas, secretary and 
general manager of the Two-Republics 
Life of El Paso, Texas, gives an interest- 
ing account of his own experiences 
during the battle of Juarez which took 
Place a few weeks ago bringing the 
Mexican revolution uncomfortably near 
El Paso and the United States border 
and causing the Government to rein- 
force the United States troops located 


there. 


“I think the first cannon shot awak- 
ened me,” says Mr.. Thomas, “‘because 
I was roused by an unusual noise, and 
in a moment I heard the many shots 
being fired. Not caring to disturb my 
wife and boy, I quietly walked to the 
window to see if I could locate the 
trouble and as I saw nothing, not even 
the flash of a gun, I went back to bed, 
and after about an hour my wife awak- 
ened, heard the noise and became a 
little excited. I told her I thought 
they were fighting in Juarez, but she 
might ask the telephone girl, and she 
confirmed my suppositions. This was 
about 2:30 a. m. I did not want the boy 
to wake, because he is quite excitable, 
but about 5:00 a. m., the cavalry came 
down our street from Ft. Bliss on the 
hard trot and made so much noise they 
awakened everyone, but after they 
passed I do not believe that any of us 
had a single worry, I know I did not.” 
Mr. _ Thomas has a poor opinion of 
Mexican marksmanship for in more 
than six hours fighting only about thirty 
men were killed 


Upton, Butler & Fishler, of Newark, 
have been appointed general agents for 
all branches of the New Amsterdam 
Casualty in Essex, Union and Passaic 
counties, New Jersey. The agency is 
composed of J. K. Upton, until recently 
superintendent of the metropolitan de- 
partment of the Ocean Accident and 
Guarantee; H. R. Butler who was Mr. 
Upton’s assistant; and B. H. Fishler, a 
member of the New Jersey legislature, 
who is also an insurance and real estate 
broker. 

* ¢ « 


Wilson Williams, of New Orleans, 
general agent for the New England Mu- 
tual Life and vice-president of the Life 
Underwriters Association of Louisiana. 
introduced the practice in New Orleans 
of holding the meetings of the Associa- 
tion at the homes of members. The prac- 
tice helps the general good feeling 
among the members and places the as- 
sociation on a social basis which aids 
to eliminate any tendency toward viola- 
tion of the accepted ethics of the busi- 
ness. The last meeting of the Asso- 
ciation was held in Mr. Williams’ beauti- 
ful residence in Marengo street. 

* cK oa 


: Credit for the satisfactory mariner 
in which the affairs of the South East- 
ern Underwriters Association were ad- 
ministered during the past year is at- 
tributed by the “Journal of Comnierce 
and Commercial Bulletin,” “to the good 
work of President Harry Bush and Sec- 
retary John Rain.” Mr. Bush traveled 
the southern territory as special agent 
for a number of years, and knows the 
fire insurance business there in its 
every angle. Moreover, his diplomacy 
is a material aid in smoothing out 
irritating problems, constantly pre- 
senting themselves. Mr. Bush is like- 
wise president of the Dixie Fire of 
Greensboro, N. C. 


+ 


Albert Farnham Tucker, manager in 
Brooklyn, of the Lloyd’s Plate Glass In- 
surance Company, and its oldest em- 
ploye, died a few days ago in Flatbush, 
L. I, of angina pectoris. He was a 
veteran of the Civil War, having served 
in the navy as a petty officer. He was 
69 years old, and had a wide acquain- 
tance with plate glass men. 
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STATE PROBING B. R. 1, LINE 


DEMANDS FULL PARTICULARS. 





Insurance Department Asks Whether . 


Renewal Binders Were 
Paid For. 





With a view to ascertaining just why 
the $20,000,000 line of the Brooklyn 
Rapid Transit Company was placed 
with London Lloyds, after having been 
bound with stock offices here for near- 
iy thirty days, the New York Insur- 
ance Department is investigating the 
matter. 

The transaction is one that has ex- 
cited great interest among local un- 
derwriters, and the Insurance Depart- 
ment would now have full details con- 
cerning it. 

Samuel Deutschberg, who is direct- 
ing the probe on behalf of the State 
Lepartment, has had several inter- 
views with Benedict and Benedict, 
the brokers now controlling the busi- 
ness, and has also conferred with ot- 
ficials of companies that issued binders 
upon it. 

Whether the Department will take 
any further action, either directly or 
through some associate branch of gov- 
ernment, will depend entirely upon the 
character of the information its pres- 
ent quest elicits 

Readers of The Eastern Underwriter 
will recall that the Brooklyn Rapid 
Transit Company’s business, after hav- 
ing been placed very satisfactorily with 
stock companies here for ten years, 
was given to Lloyds at London, follow- 
ing a change in the brokers handling it. 

SUGAR BUSINESS. 
Companies Watching the Class Very 
Closely—Some Refusing to 
Write it. 








While sugar warehouse risks in Louisi- 
ana have been singularly free from fires 
during the past few months, company 
officers are watching the business close- 
ly, and will continue to do so while the 
present uncertain market exists. With 
cane coming in from Porto Rico and 
Cuba in large quantities, and the 
promise of a very heavy crop in Louisi- 
ana and Mississippi the strong proba- 
bilities are that lew prices will obtain 
this year. As the 1913 crop in the 
South was a partial failure the home 
producers are in anything but a happy 
frame of mind, a condition by no means 
allayed by the fact that the initial tariff 
reduction upon sugar goes into effect 
on March first. 


COMMERCIAL UNION SPLITS FIELD 





Tobin Surrenders Supervision Over 
- Western Penna.—New Appointee 
for Latter Territory. 





To take care of a steadily growing 
business the Commercial Union Fire 
has relieved Special Agent C. M. Tobin 
from the supervision of Western Penn- 
sylvania and in future he will con- 
fine his work to Western New York, 
making headquarters, as now, at 
Rochester. 

To look after Western Pennsylvania, 
the Company has appointed W. R. 
Adams, recently in the same territory 
for the Insurance Company of the 
State of Pennsylvania. 





ROCHESTER REPORT NEXT WEEK. 


The report of the National Board of 
Fire Underwriters on Rochester, N. Y., 
will be promulgated in a few days. The 
report to be made pub.ic following this 
is on conditions at Reading, Pa. 


MEETING CALLED FOR TO-DAY. 





! 
Committee to Consider Combined Classi- 


cation to Gather in New 
York. 





A meeting of the special committee 
of the National Board of Fire Under- 


writers newly appointed to consider a’ 


standard form of loss classification, will 
be held in this city today (Thursday). 
The committee is made up of the fol- 
iowing named: E. G. Richards, mana- 
ger North British & Mercantile, (chair- 
man); Charles H. Coffin, vice-president 
German-American; John H. Stoddart, 
general agent New York Underwriters’ 
Agency; F. C. Buswell, vice-president 
Home; H. A. Smith, vice-president Na- 
tional Fire; George W. Babb, manager 
Northern of London and C. D. Dunlop, 
vice-president Providence-Washington. 





GREAT NEWS FROM TEXAS. 





Lone Star State Closes Year With Low 
Loss Record—An Unusual 
Event. 

To the great surprise of underwriters 
the loss ratio of Texas for 1913 was 
unusually low, some companies report- 
ing ratios of 40 per cent. or thereabout. 
In the previous year, largely because 
of the extensive cotton fire at Houston 
the average loss ratio of the State was 
slightly over 90 per cent., many com- 
panies individually reporting ratios in 
excess of 100 per cent. 

For years and years the Lone Star 
State has been a most unprofitable field 
for fire insurance interests, and the re- 
versal of the usual program during 1913, 
was as welcome as it was unlooked for. 
As “one swallow does not make a sum- 
mer,” however, the State Board should 
not consider itself justified in reducing 
existing tariffs because of the satisfac- 
tory experience of the companies dur- 
ing the past twelve months. 








RE-ARRANGES FIELD-FORCE. 
Liverpool, London & Globe Plans to 
More Intensively Cultivate 
New England. 





To more intensively cultivate the New 
England field, the Liverpool & London 
& Globe has re-arranged the territory 
hitherto in charge of John B. Knox, Jr., 
namely Connecticut, Western Massachu- 
setts and Vermont. In future Mr. Knox 
will look after Western Massachusetts 
and Vermont, while J. W. Monroe will 
have charge of Connecticut. Mr. Mon- 
roe is a late accession to the special 
agency staff of the Liverpool & London 
& Globe having formerly been with the 
New England department offices of the 
Insurance Company of North America. 


ADLER GLOVE LOSS. 


The committee on the Adler glove 
loss, a fire in the Broadway wholesale 
istrict in New York, held a meeting on 
Tuesday this week. The insurance is 
$220,000. The valuation will be less 
than $135,000. There has been consider- 
able drop from the original estimate of 
value. The loss is about 30 per cent. 
of the insurance. 











INSURANCE STOCK QUOTATIONS. 


The highest and lowest prices re 
ceived during 1913 for stock of insur 
ance companies domiciled in Newark, 
N. J., were as here recorded: 


Company. Highest. Lowest. 
eae 600 480 
ee 530 500 
re 500 480 
Newark Fire .......... 285 270 
Commercial Casualty .. 175 165 
New Jersey Fidelity and 

ere 125 125 


New Jersey Fire Insur- 
GROG GM. csciccivcssee TS 155 
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Fire Insurance Co 





to be proud of —to be kept 
spotless reputation. 


operation of five thousand 




















of a nation represents to a loyal citizen. It is a 
badge of honor—a distinguishing mark—anemblem  ¢ 


| 

THE NATIONAL UNION EMBLEM 
represents a standard of quality, service and facili- 
( 


OF Pitrsevec Pa i 
Naan al | | 
F / 
A TRADE MARK \ g) 
represents something akin to that which the flag 4 | } 
| 


ties attested by the cordial support and loyal co- 


One thought dominates our organization and 
impresses itself on every National Union employe 
to build for the future and not for the moment. To 
| build so scrupulously, so soundly and so well, that 
| the lapse of years will find in our agents and patrons 4 
a sense of service rendered and value received. 
l _ The National Union shield stands for satisfac- 
tion and sound Fire Insurance. 
| 
} 
f 
s 





Its Trade-mark is your guide and protection. > 


above reproach, and of 


Agents. 

















HIGHER NEWARK COMMISSIONS 


TO BE DISCUSSED AT MEETING. 








Proposed Adjustment on Sprinklered 
Risks and All Sole Tenant Brick 
Manufacturing Plants. 





The Fire Insurance Society of New- 
ark, N. J. will hold a meeting on 
January 13 to discuss a proposal to 
amend its membership agreement. The 
proposed amendment embraces a re- 
adjustment of brokerages. Heretofore 
single tenant brick metal-workers have 
paid 15 per cent. commission. Now, it 
is planned to make the 15 per cent. 
commission apply to all single tenant 
brick manufacturing risks. 


The society may also put into the 15 
per cent. class all risks equipped with 
automatic sprinklers. This would take 
in the department stores. 

Some years ago it was impossible to 
place Newark department stores in the 
stcck companies. ‘For instance, at one 
time the insurance on Hahne & Com- 
pany, one of the largest stores in New 
Jersey, was placed in the Lonéon 
Lloyds. However, there has been such 
improvement in department store con- 
struction and fire prevention equipment 
that it is easy to place this insurance. 
There is some interest among Newark 
insurance men as to what companies 
are carrying the insurance on the 
Bamberger store, the largest in New 
Jersey. It can be stated that the insur- 
ance is $2,500,000 of which $250,000 is 
carried in the stock companies, the 
balance being in the inter-insurers. 

The Newark meeting on January 13 
will be largely attended. Companies 
have given proxies to agents in the 
suburban towns and the meeting will 
not lack in interest. Each agent pres- 
ent has but one vote without reference 
te the number of companies he repre- 
sents. 














DECLINE TO PAY TAX. 

Not satisfied with receiving two per 
cent, upon all business written by the 
fire insurance companies represented 
in their city, the New Orleans Fire Pa- 
trol, Oliver Twist like, is 
more.” The Patrol calmly suggests that 


“asking for 


premiums upon tornado business be 
subject likewise to a special tax for its 
benefit, and hopes to be thus favorea. 

As the law governing the patrol 
inmaintenance clearly says companies 
shall pay a percentage of their firs 
premiums, underwriters have no idea 
of complying with the latest request, 
and- simply marvel at the colossal 
rerve of those offering it. 





DETROIT NATIONAL IN MASS. 


The Detroit National which already 
has a number of valuable agencies in 
the East, has been licensed to do busi- 
ness in Massachusetts. The Company 
has appointed Russell & Fairfield its 
Boston agents. The Detroit National 
will have not more than three agents 
in Massachusetts for the present, in 
line with its general policy, “to make 
haste slowly.” 


BOSTON HAS HARD YEAR. 


Frequent large fires in Boston pro- 
duced for the city an unusually heavy 
loss ratio for 1913, a condition not at 
all pleasing to the companies especially 
active there. 


FIRE DEPARTMENT ANTIQUATED. 


Philadelphia underwriters were much 
interested in an interview given by Di- 
rector Porter, of that city. in which he 
said: “The Philadelphia Fire Depart- 
ment is twenty years behind the time.” 
He says that Philadelphia can learn 
much from Camden in the matter of 
fire department equipment and regime. 
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DISHONEST BLBMENT A FACTOR} 


CONTENTION OF OF LOCAL AGENT. 


Further Discussion As to Comentastons 
on New York Suburban 
Business. 


Underwriter: 

read with interest your 
of December i8th in 
brokerage allowed by the 


Editor HKastern 

I have just 
article in issue 
reterence to 


Suburban Exchange, and also letter 
from “Vice-President” upon the same 
subject. 

Mr. Vice-President seems to think 
that the broker does all the work in 


business, and that the local 
a snap in writing the busi- 
5 per cent. commission. This 
so if he has all of the infor- 
by the companies in 
majority of such lines 
some distance from 
I had a rush order 
issued the same 
and before in- 


getting the 
agent has 
ness ata 
might be 
mation required 
his office. The 
are mostly located 
his office. Recently 
for a policy which I 
day order was received, 
spection could made. The company 
requested me to inspect if I had not 
inspected, so I took a trip 14 miles dis- 
tant, and found that while | had issued 
policy in accordance with order, it was 
totally adverse to existing conditions, 
whereupon I issued another policy in 
iccordance with the conditions, sent it 
to the broker, and in a few days was 
informed by the company that both 
policies had been returned for cancella- 
tion. The premium upon this policy 
was about $100. Do you think there 
would be much profit in such business, 
cancel or not cancel, when the agent’s 
time, gasoline, tires, etc. are consider- 


ed. 


be 


Approve Brokerage Increase. 

As a suburban local agent, 1 fully 
believe that the brokerage should be 
increased to 15 per cent., and at the 
same time the agent should be allowed 
a writing commission on that business 
of 1U per cent. This does not Mean a 
general increase of agent’s commission, 
but only upon brokerage lines. This 
in.angement wouid probably be satis- 
faciory to most brokers and agents, but 
to increase brokerage at the expense ol 
the agent would ve unfair to the agent, 
and a majority of them would 
opposed to reduction. Mr. Vice- 
President that an increase oi 
brokerage and a reduction of agent's 
commission would be to the benefit of 
the honest agents, as they would then 
get business, Whereas the 
business to the dishonest 
and that there are now 
who allow 17% per cent. brok- 
If the brokerage is increased to 
15 per cent. the will not 
to the honest agents, probabili 
are that the dishonest agents will 
allow the same larger brokerage 
after the new rules become effective 
and the dishonest agent wili therefore 
continue to the business the same 
as heretofore. 

It would seem 
trouble lies with the 
in the business. In 
we now hear from 
can obtain from 


pe 
such 
states 


broker's 
how 


the 
Zoes 
agents; some 
agents 
erage. 
get 


business 





as the 
ties 
or 


get 


to me that the whol! 
dishonest element 
the suburban field 
the broker that he 
15 to 20 per cent. 
oroke! He will also tell us the 
name agent who gives him the 
excess but when it comes to 
actual broker and agent deny 
the facts. There is a class of brokers 
and agents who forget all about their 
promises made in order to get excess 
payments. Again we hear from the 
companies who used to send us broker- 
lines that they do not send them 
now for the fact that they do not get 
the applications, and that they are in- 
formed that other companies pay- 
ing excess brokerage. The suburban 


age. 
of the 
brokerage, 


proof, the 


age 


are 





Telephone 3756 John, anda 


Combination English Mutton Chop 
with 1-'b Baked Potato, 70c., or a‘ 
RROILED PARTRIDGEw ith Baked 
Yams, 60c., will be a-waiting you at 


FARRISH’S CHOP HOUSE 


Cor. John and William Streets 
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ASSETS 
$410,937.00 é 
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The Rio GRANDE- 
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oF THE West 


SURPLUS, $81,828.00 


NCE Co. 


OFFICERS 
R. L. BALL 


President 


$. J. BROOKS 


Vice-President 


H. L. WRIGHT 


Secretary 


L. C. PICNOT 


Asst. Secretary 





liead agent aiso heard of in regard | 
his paying excess brokerage. 1| 
understanu there are both companies 


and suburban head agents who are issu- 


in 


Luo 


ing policies in their offices insuring | 
suburban property, the reports. of} 


Which do not pass through the offices | 
of the Suburban Exchange. These | 
matters seem to generally under- | 
stood by all, but seems to be diffi. | 
cult to obtain the $$ evidence | 

| 

| 


be 
it 


necessary 
that will convict. 
is the companies who make the} 
and they should see that tney are 
enforced. A law not enforced is a dis- 
grace to any institution. If it cannot 
be enforced it should be repealed, anu 
those interested in the institution | 
shouid be so iniormed. if the honesi 
companies could make the dishonest 
ones get line all trouvle would be 
eliminated. Some of the companies 
are getting so anxious for Dusiness that 
they are continually contriving now to 
set the best of the other companies. 
lhey aie forming underwriters 
cles, subsidiary ‘companies, appointing 
suburban head agents, duplicate agents, 
managers and branch managers, and in 
their mad rush for business are using 
all other schemes that they are now 
acquainted with, and those which the) 
are to become acquainted with as soon 
as they are invented. If instead oi 
using all of their energies to acquire 
all of the business they would for a 
short time devote these same energies 


It 
rules, 


in 


agen- 





toward the eliminating of these dis- 
honest methods, 1 believe the present 
trouble would soun be adjusted satis- 
factory to all concerned. 


SUBURBAN AGENT. 


LOCAL 


TAKEN BY THE NEW HAMPSHIRE. 


National Lumber Insurance Company 
Reinsures Entire Liability—Well 
Taken Care Of. 





closing day of 1913 the Na 
Insurance Company of 
its entire outstand 


Upon the 
tional Lumber 
Buffalo, transferred 


ing liability to the New Hampshire 
Fire of Manchester, negotiations in the 
transaction being conducted by R. H. 
Folsom of Fester and Folsom, Incor- 
porated, New York city. 

The National Lumber, it is under- 
tood, will continue in the field. 


CAMDEN FIRE PROSPERS. 


first of the companies to 
figures for 1913, is the 
This well 
a credit- 


Among the 
make public their 
Camden Fire of New Jersey. 
managed institution makes 
able showing; its and re-insur- 
ance reserve being substantially in- 
creased, without material loss of sur- 
plus. At the beginning of the present 
year the Camden’s assets aggregated 
$3,056,412.86; its premium reserve was 
$1,439,415 and its net surplus $812.043 


assets 


Vice-President and General Manager 
J. Lynn Truscott has again demonstrat- 
ed his right to the title of “under- 


writer.” 


TRY TO FORM PEEKSKILL MUTUAL 

An attempt is being made in Peeks- 
kill, N. Y., to form “The Peekskill Co 
Operative Fire Insurance Company of 
Westchester County.” Guy Loring 
Smith, formerly a New York broker, is 
back of the project. 





FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 





CAPITAL - $4,000,000 5 
ASSETS - $16,953,773 _ 
LIABILITIES - $8,649, 873 


EUGENE 
BENJAMIN RUSH, Vice-Preside aa 
JOHN O. PLATT, 2nd Vice-President 


a” 
a 
+ 


fey - as! 
AME RIC pb 


‘ rT ' a> 
, S $e 
Se ae 


NET - SURPLUS $4,000,000. 
SURPLUS TO POLICY HOLDERS $8,303,900. 


ELLISON President 
T. HOWARD WRIGHT, Sec’y and Treas. 
SHELDON CATLIN, Ass’t. Secretary 








INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 
MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 


ORGANIZATION 
$154,461,000. 














s 
a 


CHAS. H. POST, U. 5. Mgr. 





Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
‘* THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








VALUING SECURITIES. 


Municipal and State List Ready by 
Jan, 9—Other Figures 
Later. 

The New York Insurance Department 
annouce that there will be on file in its 
office in New York on and after January 
9 valuation of municipal and State se- 
curities, and on and after January 13 
quotations on other securities. Since 
November experts have been compiling 
valuation of the securities. Some idea 
of the extent of this work can be gauged 
by the fact that there are about 15,000 
securities of different companies and 
25,000 or 30,000 different issues of bonds. 
The Insurance Commissioners’ list of 
valuation of securities based on their 
valuations on December 31, 1913, prob- 
ably will be ready on January 18. 

The annual statement blanks sent out 


to the companies show little change in 
form, with the exception of those sent 


to the title companies. The latter is a 
special New York State blank, whereas 
the former is a convention form. 





LOCAL ADJUSTER OF ROYAL DEAD 


Death claimed Ralph Bainbridge 
metropolitan adjuster of the Royal on 
Monday last. Mr. Bainbridge who re- 
sided at West New Brighton, Staten 
Island, had been connected with the 
Company for fully twenty years, and 
was esteemed for his capacity and 
integrity. 


Inspectors of the National Board of 
Fire Underwriters recently took pres- 
sure tests of the water system of 
Patchogue, L. L. 








Oerman American 
Insurance Company 

New Pork 

STATEMENT JANUARY 1 1913 


CAPITAL 


$2,000,000 


RESERVE FOR ALL OTHER LIABILITIES 


9,662, 


NET SURPLUS 


9.576. 
21.238.425 


Fire} 


27 
398 








Losses Paid 





“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
(LTD., OF LONDON) 


ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paidin U.S. - 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 


- $85,000,000 
$28,000,000 
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NEW JERSEY NOTES 
CHANGE OF FRONT AT TRENTON 


BUSINESS MEN FOR RATE LAW. 

















Chamber of Commerce Drops Antag- 
onism to Ramsey Act After Meet- 
ing Local Agents. 





Trenton, N. J., Jan. 6.—The legisla- 
tive committee of the local chamber of 
commerce has experienced a complete 
change of front regarding the Ramsey 
Act. A few weeks ago this committee 
passed a resolution recommending the 
repeal of the statute. Then, local 
insurance men got busy and it is re 
ported that there were about thirty 
resignations from the Chamber of Com- 
merce. 


Finally, a committee of the 
agents, including Messrs. Wright, 
Worthington, Smith and Dickinson, 


met the Chamber’s legislative commit- 
tee and explained the operation of the 
Ramsey law, particularly with refer- 
ence to the saving made by Trenton 
policyholders through reduction in 
dwelling rates. As a result the com- 
mittee withdrew its former resolution 
and endorsed the Ramsey measure. 





BAD START FOR NEW YEAR. 
Paterson Opera House Burns and Other 
Heavy New Jersey Losses 
are Reported. 





The new year has had a bad start in 
New Jersey. The most serious fire in 
January to date is that of the Paterson 
Opera House, which from newspaper ac- 
counts seems to have been somewhat 
similar to the Iroquois fire in Chicago, 
with the exception of the fact that no 
lives were lost in Paterson. A _ back 
draft swept flames and gas in a great 
sheet from the burning stage over the 
parquet seats to the theatre lobby. Fire 
is supposed to have started from a 
cigarette thrown by a musician in the 
musicians’ rcom. The theatre, the finest 
in Paterson, was badly damaged. Other 
Jersey losses since January 1 include 
the Jacobson Home in West Orange, 
more than $50,000. 





STATUS OF CHENEY AGENCY. 

The Eastern Underwriter has _ re- 
ceived an inquiry regarding the affairs 
in Camden, N. J., of John W. Cheney 
who died a few weeks ago. This bus!- 
ness is now being carried on by D. A. 
Henderson & Co., who bought the 
agency last July. 

Mr. Cheney spent fifty-- « yeers in 
the insurance business. His first posi- 
tion was that of secretary for the 
Lafayette Insurance Company, of New 
York. About forty years ago he opened 
an agency in Philadelphia, but a few 
years later he purchased an agency in 
Camden, closing the Philadelphia office. 
The remainder of his business life was 
centered in Camden, but he had at all 
times a considerable brokerage business 
in Philadelphia, New York, Chicago, and 
other cities. 





NEWARK FIRE LOSS CUT IN HALF. 

Chief Moore, of the Newark Fire De- 
partment, has made his annual report, 
He estimates the fire loss for the year 
1913 in Newark as $563,373. The loss 
in 1913 was $1,097,555. ~ 





AGAINST PAPER MATCHES. 

William S. Naulty, of Jos. M. Byrne 
& Co., Newark, was severely burned 
about the hand this week by a package 
ot paper matches which he secured in 
a store of the United Cigar Stores Co. 
These matches are given free by the 
cigar stores and have caused many ac- 
cident claims. Mr. Naulty says that 
clerks in the cigar stores are becoming 
expert in giving first aid to the injured 
for these burns, and he may have in- 
troduced in the legislature a bill pre- 
venting the giving away of the paper 
matches. 
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ENNIAL ANy,,_ 


OF THE 


NEW YORK 
UNDERWRITERS AGENCY 


A. & J H. STODDART 


100 WILLIAM St 


A great constructive factor in the national 
Progress of the past Half Century has 
been the development of fire insurance. 
Six of the foundation stones upon which —— 4 
American insurance practice rests have 
been laid in the last Fifty Years by the 
New York Underwriters Agency. 
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SUPERINTENDENT OF SURVEYS. 





New Title for John M. Hughes of the 
New Jersey Rating 
Office. 





John M. Hughes has been made Su- 
perintendent of Surveys and Frank 
Armstrong has been made general office 
superintendent in the office of the New 
Jersey rating expert. Mr. Hughes has 
been engaged in the rating and inspec- 
tion side of insurance for a quarter of 
a century. He was manager of the old 
Newark Inspection Bureau. Mr. Arm- 
strong was for years a Philadelphia rate 
expert. 

One difficulty that the New Jersey 
Rating Expert’s office is to find com- 
petent raters and inspectors. “The rat- 
ing man or inspector is not a genius. 
but is the product of hard work and ex- 
perience. Companies and bureaus want 
to hang on to their good men, and that 
is why this particular sort of expert is 
hard to engage. Young men from tech- 
nological schools are regarded as good 
material to break in; special agents as- 
sistants are also candidates. The New 
Jersey office is recruiting a staff as 
rapidly as possible, and trying hard to 
catch up with its work. 





Insurance Tenants in Newark Building. 





Among the insurance agencies in 
Newark which will move into the 
beautiful new building of the New 


Jersey Fire Insurance Company on 
January 15 are the Royal Insurance 
Company, Charles Dodd, resident man- 
ager; Blasberg & Ziegler and Edward 
Hand. Henry C. Rummel and Adanr 
Poh, Jr., are already in. The New 
Jersey Fire Insurance Company occu- 
pies several floors of the building. and 
the New Jersey Rating Expert, Atlee 
Brown, and his staff, has the seventh 
floor. 


TO BUY ELECTRICAL SURVEYS. 





Hudson County Underwriters Associa. 
tion Doesn’t Want Old Ones 
To Go to Waste. 





The Hudson County Underwriters’ 
Association, composed of agents in 
Jersey City and neighboring towns, has 
appointed a committee of five to, inter- 
view the New York Board of Fire Un- 
derwriters relative to buying its elec- 
trical surveys of Hudson County. At 
the present time Hudson County is 
without electrical or other supervision. 
The fact is that the agency leaders 
may try to form some sort of an or- 
ganization similar to the Fire Insur- 
ance Society of Newark. 





NEWARK GRAIN LOSS. 


The grain loss of J. C. Smith, Wal- 
lace Co., Newark, is 50 per cent., ac- 
cording to Captain Martin, of the 
Newark Salvage Corps. The insurance 
is $30,000. No one knows how the fire 
started. It was discovered by the 
watchman, who can throw no light on 
the subject. 





NEW JERSEY APPOINTMENTS. 


\ETNA ACCIDENT & LIABILITY COM 
VPANY; Joseph F. Carroll. Jersey City; George 
M. Crogan, Newark; Philip H. Rule, South 
Amboy; Miss E. C. Otto, Newark. _CON- 
TINENTAL CASUALTY COMPANY; Martin 
Coss. Jersey City. FIDELITY & CASUALTY 


COMPANY; Louis W. Shaffer, Hackensack. 
FRANKFORT GENERAL INSURANCE 
COMPANY; R. H. Shipway. Lynbrook, L. 1. 
GLOBE INDEMNITY COMPANY; J. Mont 
ague Evans. Berlin LONDON & LANCA- 


SHIRE; John J. Driscoll, Bayonne; Elmer J. 
Hopper, Paterson. MASSACHUSETTS 
BONDING & INSURANCE COMPANY; E. 
P. H. Hansing, Weehawken. NATIONAL 
CASUALTY COMPANY; Alfred Baum, New- 
ark. PACIFIC COAST CASUALTY COM- 
PANY; John J. Hickey, Bayonne; J. W. Ruh, 
John Ryerson, Belleville. UNITED STATES 
CASUALTY COMPANY; William Hunter, 
New York. 
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COMPANIES NOT LIABLE 


DAMAGE BY TIDAL WAVE BARRED. 








Tornado Policy Expressly Exempts Loss 
Caused by Action of 
Waters. 





The million doliar loss caused by the 
storm which played havoc with New 
Jersey coast towns has raised some 
interesting questions regarding torna- 
do liability. For about five miles along 
the coast from Atlantic Highlands 
south, houses, hotels and other build- 
ings were wrecked by the ocean and by 
the wind. 

Tornado policies expressly 
liability “for loss or damage occasioned 
directly or indirectly by or through fire, 
explosion, tidal wave, lightning, high 
water, overflow, cloud burst; nor by 
theft, nor by reason of any ordinance 
or law regulating the construction or 
repair of buildings, nor for consequen- 
tial loss of any kind.” 

As the destruction along the Jersey 
Coast resulted directly from excessively 
high tides, no possible liability attaches 
to the insurance companies. 

This storm was the second of conse- 
quence in two weeks. On Christmas 
Eve much damaze was done by the 
winds. A fire which destroyed the New 
York Hotel, East Long Branch, was one 
of the incidents of the hard-luck week 
on the Jersey coast. This is the sec- 
ond large Long Branch hotel fire since 


exempt 


summer. 


ITS GOLDEN ANNIVERSARY. 





New York Underwriters Agency Reach- 
es Fiftieth Milestone in its Honor- 
able Career. 





The present year of grace marks the 


| fiftieth anniversary in the life of the 


New York Underwriters Agency, an or- 


‘ ganization responsible for not a few of 


the best practices that obtain to-day in 
the realm of fire underwriting 

Agents of the popular association are 
advised of its half-century existence 
through the receipt of the following 
communication from General Agents 
A. and J. Stoddart: 

“Fifty years have passed since the 
late Alexander Stoddart established the 
New York Underwriters Agency. Con- 
celved by his genius, it has been car- 
ried to its present development and 
success by the united efforts of many 
men. We shall send you in a few days 
an illustrated history of our organiza- 
tion and review of its relations to the 
fire insurance business as a whole. We 
trust you may find the volume interest- 
ing and an acceptable memento of our 
semi-centennial. 

“The New York Underwriters Agency 
has met and overcome the insurance 
vicissitudes of an eventful half-century. 
No effort has been spared to make it 
an organization useful to agents and the 
public, and it gladly acknowledges that 
its success is due to their cordial re- 
sponse and loyal support. 

“While desirous to increase its in 
come in this commemorative year, the 
New York Underwriters Agency adopts 
no trite expedients to stimulate agents 
to premium offerings beyond the vol- 
untary promptings of good will. It pre- 
fers to mark its semi-centennial by pre- 
senting a token of appreciation. 

“We face the future with the deter 
mination to justify continuance of the 
support you have unvaryingly accorded 
us. Many of you have been associated 
with this organization for more than a 
generation; some for nearly its whole 
existence. To you, old friends, and to 
the thousands with whom our connec- 
tion, though close, was later formed, 
we extend assurances of good will. 
That our pleasant relations may con- 
tinue long into the second half-century 
of the New York Underwriters Agency 
is the cordial wish, etc. 
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BROKERS’ ACTIVITIES 


NEW YORK BROKERS HEARD 


PLEAD FOR MORE COMMISSIONS. 
Tell Casualty Exchange Committee 
That Getting of Business is Cost- 
ing Brokers More. 

















A hearing was given to a commit- 
tee of the New York Brokers’ Associa- 
tion on Monday of this week by the ex- 
ecutive committee of the Casualty Ex- 
change. At the conclusion of the hear- 
ing, at which the subject of commis- 
sions, the standing of the agent and 
broker were discussed, the committee 
announced that there would be another 
hearing at a meeting of the Casualty 
Exchange. The brokers concluded their 
petition as follows: 

“We, therefore, ask re-consideration 
of the action of your body on Decem- 
ber last and that you promulgate as 
applicable to the brokers of this city 
the following schedule of commissions: 


Employers’ Liability and Work- 
men’s Collective...... 15 per cent. 
All other liability lines......20 


per cent. 

Property damage and collision.... 

20 per cent. 

The discussion regarding the status 
of the broker and agent and the ex- 
penses of the broker in New York were 
of considerable interest. It was pointed 
out that on a commission, of, say 10 
per cent. the New York broker loses 
money. And that with the equipment 
necessary for the successful modern 
broker—engineering, soliciting and 
other departments—he must have high- 
er commissions than now exist. 

eee 

Insuring Morgan’s Art Treasures. 

Mrs. Alex Tweedie. a clever English 
newspaper woman, who after being en- 
tertained by dozens of people of conse- 
quence in New York, Boston, Chicago 
and Washington, went home and wrote 
a book, just issued, “America As I Saw 
It,” devotes one chapter to a visit she 
made to the J. P. Morgan library. What 
she says that is of interest to insurance 
men follows: 

“On October 24, 1912, when I was sit- 
ting in the wonderful library of Mr. J. 
Pierpont Morgan, he told me the last 
of his treasures, the miniature collec- 
tion, was on the high seas on its way 
to the States. Think of what the people 
of Great Britain lost! After his death 
his son insured the collection for $23,- 
000,000.” 
this risk 
problems 


If there is ever a loss on 
what interesting adjusting 
will arise. 

oe 7 * 

Insurance District Spreading North. 

The insurance district is slowly 
marching up William street north of 
Fulton. It is said that the next build- 
ing going up in the district will be at 
John and William streets, northeast cor- 
ner. The sixteen-story Hilliard Building, 
put up by the Underwriters’ Building 
Company, John A. Eckert, secretary, has 


not had a vacancy since erected two 
years ago. The west side of William 
street has three new six, twelve and 


fourteen-story buildings. Future build- 
ing will be on the east side of the street. 

William street property south of John 
street is valued at from $8 to $100 per 
square foot. North of John street to 
Fulton large inside plots can be had at 
$40 per square foot. More than 75 
leases to fire, life and casualty insur- 
ance companies and to brokers were 
made during the past twelve months in 
the new fire insurance district in William 
street, north of Maiden Lane, including 
Maiden Lane and John street, whereas 
not six leases were made in the aggre- 
gate in the old district in William street 
south of Maiden Lane. 
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NOT INTERFERING WITH AGENTS. 





Home Explains Why it Secured a Michi- 
gan License for New York 
Brokerage Firm. 





To remove all possible misunderstand- 
ings upon the subject the Home has 
made public the letter written by Vice- 
President C. A. Ludlum, explaining the 
Company’s reason for taking out Michi- 
gan licenses for a New York brokerage 
firm and certain non-resident agents 
controlling lines in the Peninsular State. 
Mr. Ludlum says in part: 

“These licenses are obtained in order 
that this Company and its agents in 
Michigan may not be in violation of the 
law of that State and the ruling of its 
Insurance Department, by doing busi- 
ness with unlicensed brokers. It was 
ruled that the acceptance of business by 
a company through a broker not 
licensed in behalf of that company, on 
which the usual brokerage commission 
was allowed, would constitute a rebate. 
It was accordingly necessary for the 
protection of this Company and its 
Michigan agents that we secure from 
the Insurance Department of that State 
licenses for such brokers as place risks 
located in Michigan with us, including 
such business accepted here and sent 
to our agents to write, or accepted from 
the brokers by our agents for account 
of this Company.” 

ok * 
GIVES FIRE PROTECTION ADVICE. 

The number of brokers in New York 
who are featuring the fire prevention 
end of the business is constantly grow- 
ing. Some of these brokers have clients 
who pay yearly retainers for advice 
which will result in improvement of the 
premises and the cutting down of the 
rate. 

* z * 
The Boston Elevated, 

There was a tremor in Boston when 
it became known that the Brooklyn 
Rapid Transit had gone to the Lloyds, 
because of the rate. The Boston 
Elevated read about the rate contro- 
versy in the papers, and made _ in- 
quiries. The road found that it had 
a cheaper rate than the B. R. T. got 
from the Lloyds; also, the Boston 
Elevated line is a three year contract. 

a * * 

Hamilton Fish, the famous Harvard 
football player, and member of a dis- 
tinguished New York family, has joined 
the ranks of New York insurance men, 
as has the son of W. E. Corey, of the 
Steel Trust. Both of them have al- 
ready placed some good lines. 

. o . 

The following brokers have had their 
licenses revoked: Sheldon C. Kniffen, 
Richmond Hill, N. Y.; Michael H. 
Farina, Matteawan, N. Y.; Frederick 
S. Wells, No. 149 Broadway and The 
Sweeney Agency, No. 206 Broadway, 
New York. Messrs. Kniffen and 
Farina have also had their agency 
certificates revoked. 
ee * oo s 

The Brooklyn Insurance Brokers As- 
sociation held a meeting a few days 
ago and attacked rebating evils. They 
advocated a change in the State re- 
bating law. 





Sprinklers Cause Considerable Loss. 


The Fort Stanwin Knitting Co., 
Rome, N. Y., which had a loss several 
days ago, was equipped with sprinklers. 
The heat opened two sprinkler heads, 
flooding all floors with water. The 
loss was several thousand dollars. 





Raid by Manufacturers’ Mutual. 

The Manufacturers Mutual of New 
Jersey, has been raiding New York 
business, taking six risks away from 
one brokerage office. 





Taxpayers in Brockport, N. Y., voted 
last week to appropriate $12,000 for a 
new water. system. Taxpayers in 
Lyons, N. Y., voted on December 30 
on the question, shall the city have a 
municipal water system? It carried. 








MISSOURI AGENTS ACTIVE. 


With a view to considering the heavy 
fire loss of their State, local agents of 
Missouri will meet at Springfield on the 
16th and l17th inst. The gathering 
will be the first of a series to be held, 
at which plans for reducing fire losses 
will be decided upon. 





UNDER A DELAWARE CHARTER. 


A petition for the dissolution of the 
Maryland Motorcar Insurance Company, 
Baltimore, was filed in a Federal court 
a few days ago, as it has been super- 
seded by a company of the same name 
incorporated under the laws of Dela- 
ware. The authorized capital of the 
Maryland company was $300,000. 


SOUTHERN CONFERENCE HELD. 


A conference on Southern Conditions 
was held in the office of the Newark 
Fire Insurance Company this week, 
those attending from the South being 
the Company’s general agent at Rich- 
mond and two of its Southern special 
agents. 








A HEAD OFFICE GRADUATE. 

Joseph I. Galen, whose appointment 
as Oklahoma special agent for the 
Phoenix of London, was a recent oc- 
currence, gained his insurance knowl- 
edge at the Company’s head United 
States office. For four years prior to 
“taking the road” Mr. Galen was in the 
southern department and hence came 
to know pretty well the business in his 
present field. 





Smaller New Haven Fire Loss. 


Fire Marshal Perkins, of New Haven, 
Conn., says that the fire loss in that 
city is about $70,000 less than last 
year. He attributes the decrease to 
the work done in causing cellars to be 
cleaned up. 





A semi-annual dividend of 4% per 
cent. upon its $1,000,000 capital has 
teen declared by the National Union 
Fire of Pittsburgh. 





“The Leading Fire Insurance Company 
of America” 
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A Company to be built gradually and along the indicated 


lines of permanence 


AGENCY CONNECTIONS SOLICITED 

















January 8, 1914. 


THE EASTERN UNDERWRITER 


15 














PENNA. RATE PROBE NEXT WEEK. 





(Continued from page 11.) 
laws of this Commonwealth, and 
the foreign stock fire insurance 
companies duly licensed to do busi- 
ness in this Commonwealth, acting 
through their agents and represen- 
tatives in this State, have divided 
the entire territory of the State of 
Pennsylvania into three or more de- 
partments; and have formed in each 


‘ of said departments various combin- 


ations, composed of said domestic 
companies and of said agents and 
representatives of foreign compan- 
ies, for the purpose, among other 
things, of agreeing upon, fixing, 
establishing, and maintaining fire 
insurance rates—in some instances 
in the form of flat minimum rates 
upon certain classes of risks, and 
in others in the form of rates upon 
individual risks—alleged to have 
been arrived at through the applica- 
tion of the theory and practice of 
schedule-rating; and 

Whereas, Said fire insurance 
rates, as fixed by said combinations, 
vary greatly in the different locali- 
ties of this Commonwealth on the 
same classes of risks; and 

Whereas, There is now no legis- 
lation governing or controlling the 
methods and practices of such com- 
binations, or authorizing the super- 
vision of said rates, which should 
be adequate to maintain the sol- 
vency of the companies but not un- 
reasonable; and 

Whereas, The owners of insur- 
able property in this Commonwealth 
are compelled to pay the rates fixed 
by said combinations, because the 
members thereof control a practical 
monopoly of the fire insurance busi- 
ness within their respective terri- 
tories, but have no redress against 
unreasonable and arbitrary prac- 
tices and rates adopted and in main- 
tained by said combinations, 
through the infliction of penalties 
upon the members thereof for a 
violation of rules or rates, and 
through the cancellation of policies 
in the hands of the holders thereof: 
therefore— 

Question of Solvency Also to be 

Considered. 

Section 1. Be it resolved by the 
Senate and House of Representa- 
tives of the Commonwealth of Penn- 
sylvania in General Assembly met, 
That, upon the approval of this reso- 
lution by the Governor, the Presi- 
dent pro tempore of the Senate 
shall appoint one Senator, and the 
Speaker of the House of Represen- 
tatives shall appoint two of its mem- 
bers, and the Governor shall ap- 


| 





point two citizens of this common- 
wealth, to constitute a joint legisla- 
tive commission, whose duty it shall 
be to investigate in detail the ob- 
jects, methods, and practices of all 
boards of underwriters, rating bu- 
reau, or similar organizations, as- 
sociations, and combinations of fire 
insurance companies, or their 
agents or representatives, in this 
Commonwealth, formed for the pur- 
pose of suggesting, establishing, fix- 
ing, or maintaining the premium 
rates to be paid upon fire insurance 
policies written upon risks located 
in this Commonwealth, and to re- 
port to the next session of the Leg- 
islature of this Commonwealth 
whether, in the opinion of said com- 
mission such combinations of insur- 
ance companies, or their represent- 
atives or agents, are in accordance 
with wise public policy, necessary 
for the maintenance of the solvency 
of insurance companies, and benefi- 
cial to the public, and, if so, what 
if any legislation is necessary or 
advisable for the proper control] and 
supervision of such combinations 
and their methods and practices, 
and the supervision by the Common- 
wealth, through any of its depart- 
ments or Governmental agencies, of 
the rates suggested, agreed upon, 
fixed, established, and maintained 
by such combinations, whether as 
minimum flat rates or arrived at 
by the application of the theory and 
practice of schedule-rating. 

Section 2. That said commission 
shall meet and organize within 
thirty days after its appointment, 
and select one of the members 
thereof as its chairman; and said 
commission shall have power to sit 
after the adjournment of the Legis- 
lature, and to hold its meetings at 
such times and in such places with- 
in this Commonwealth as it may 
deem advisable. The report of said 
commission, including the draft or 
drafts of any act or acts of Assem- 
bly deemed necessary by it to pro- 
vide for the proper control, regula- 
tion, and supervision of the com- 
binations of insurance ‘companies, 
and their representatives and 
agents, herein referred to, and the 
rates adopted and maintained by the 
same, shall be made to the Legis- 
lature of one thousand nine hundred 








JOHN C. PAIGE CO. 
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THE vaeecen FIRE INSURANCE C 
ATE OF NEW JERSE 


MPANY CHARTERED BY THE 
(Chartered 1811) 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 


STATEMENT JANUARY 1, 1913 


E, ..,.dcavsannvenchoues uncut neeeetae .. $1,918,742.71 
IR .. nc ieak cae dee eek keene ebevenibies 500,000.00 
SURPLUS TO POLICYHOLDERS.......... $1,228,824.81 


Responsible Agents wanted in Cities and Towns where 
Company is not now represented 


EDGAR J. HAYNES, Pres. 


THOMAS L. FARQUHAR, Se->y. 


Sell New Haven Stock. 





‘As is well known some of the in- 
surance companies carried heavy 
blocks of New York, New Haven & 
Hartford railroad stock, and the de- 
preciation in this stock will cut down 
surpluses for the year. The passing 
of the dividend of the N. Y., N. H. & 
H. road, coupled with the drop of 63 
points in the value of the stock since 
January 1, 1913 has caused some com- 
sanies to sell their New Haven shares. 





WEST COAST DIRECTORY. 


With the issuance of the directory 
covering California, Arizona and Ne 
vada, the 1913 Hand Book series of the 
Underwriters Report of San Francisco, 
is now complete, and with the associate 
volumes series forms a_ valuable 


guide of insurance interests upon the 


Pacific Coast. The work of the pub- 
lishers has been carefully and intelli- 
gently performed, and the result a dis- 
tinct credit to those responsible for it. 





and fifteen, upon the first day of its 
session, or as soon thereafter as 
said Legislature is ready to receive 
the same. 


Section 3. That the said commis- 
sion shall have power and author- 
ity to employ one person, learned 
in the law, as its counsel, one sten- 
ographer, and such experts as it 
may consider necessary, and shall 
have power to fix the compensation 
of its counsel and employes. The 
members of said commission shall 
serve without compensation for 
their services, but shall receive all 
necessary traveling and other -ex- 
penses incurred by them in the per- 
formance of the duties imposed up- 
on them by this resolution. 


Appropriate $10,000 for Expenses. 


Section 4. That the said commis- 
sion shall have power to issue sub- 
poenas, signed by its chairman, re- 
quiring the attendance of persons 
and the production of such books 
and papers as in its judgment will 
assist it in the performance of its 
duties. 

Section 5. The sum of ten thou- 
sand dollars ($10,000) or so much 
thereof as may be necessary, is 
hereby specifically appropriated for 
the purpose of paying the expenses 
of the members of said commission, 
and the compensation of its counsel 
and employes; the moneys hereby 
appropriated to be paid out of the 


State Treasury, upon warrants 
drawn by the Auditor General upon 
the State Treasurer, based upon 


duly itemized vouchers approved by 
the chairman of said commission. 
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The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Privat o Plants 
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EXECUTIVE OFFICE 
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AGENCIES 
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Utica 
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General Fire Appliances Co., Ltd., 
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| Telling Country About Fire Protection _ 


| 


ACTIVITIES OF FRANKLIN H. WENTWORTH, | 
Secretary of National Fire Protection Ass’n,}Have Taken Him 
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| Thousands of Miles in Propaganda of Fire » Reduction. Capital Stock - - - $1,000,000.00 
a Liabilities - 7 - 7 5,431,072.05 

Special Reserve Fund = - 300,000.00 

Boston, Jan. 7—Some idea of the Net Surplus _ 7 ¢ 3,135,102.52 
usefulness of the National Fire Total Assets - - $9,866,174.57 





Association can be guaged 


the activities 


Protection 
by studying 
first of October 
worth, secretary and treasurer of the 
organization. He has traveled as far 
West and North as Winnipeg; as far 
South as New Orleans. 

In October and November Mr. Went- 
worth spoke before the following or- 
sanizations: 

Philadelphia Fire 
Men’s’ Club 


Pervention Con- 
of Marblehead, 
Association of Manufacturers, 
Mass.; Board of Trade, 
Board of Trade, Low- 
ell, Mass.; annual banquet, Maine: As- 
sociation of Local Fire Insurance 
Agents, Auburn, Me.; Master Builders 
Association, Boston, Mass.; Men’s Club, 
Newton, Mass. 
Visits Canada. 

Traveling into Canada in a speaking 
tour under the auspices of the Canadi- 
an Manufacturers Association, Mr. 
Wentworth on November 24 was the 
guest of the Canadian Pacific Railway 
at the Fire Prevention Day celebration 
at its Angus shops, Montreal. Two 
days later he addressed the Canadian 
Club at Hamilton. All the large cities 
of the Dominion have a Canadian Club 
composed of a varied membership of 
men in all walks of life, associated to- 
gether for the good of Canada. The most 
reaage <yge men in the Dominion belong 
to ‘this organizstion. On November 
27 Mr. Wentworth addressed the To- 
ronto Board of Trade in the afternoon 


gress; 
Mass.; 
Worcester, 
Westerly, R. L; 


and spoke at the banquet of the In- 
surance Institute of Toronto in the 
evening. On the following day he ad- 
dressed the Canadian Club of Mon- 
treal with an attendance of about 
500 in the Windsor Hotel, and later 
spoke at the noon luncheon of the 


Canadian Club at Ottawa, which was 
attended by many members of Parlia- 
ment and other officials of the capitol. 
Talks to Men in All Walks of Life. 
The first week of December Mr. 
Wentworth spent in New Orleans at 
the convention of the American Institute 
of Architects, under whose auspices last 
winter he spoke in all of the large 
cities east of the Missouri River. On 
the home journey from New Orleans 
he spoke at a joint noon-day meeting 


in the rooms of the Business Men’s As- 
sociation attended by the architects, 
credit men, fire insurance club and 
other bodies. In the evening he was 
a guest of the Memphis Architects 
Club at dinner. Before returning to 


Poston he spent two days at Winnipeg 
where a speech was made at a meet- 
ing of the Canadian Club on Decem- 
ber 11 at its noon luncheon and at a 
well attended meeting of the Winni- 
reg Board of Trade in the afternoon. 
The Western Canada Fire Underwrit- 


FORMS HOLDING COMPANY. 


Phoenix Securities Company to Handle 
Transfer of Connecticut 





Fire Stock. 
To facilitate the consolidation of the 
Phoenix and the Connecticut Fire In- 





surance companies, the Phoenix Securi- 
ties Company of Hartford, has been 
formed as a holding company. Its $1,- 
060,000 capital is practically all owned 
by the Phoenix Insurance Company, 
aud the purpose of its creation will 
have bern served and the Connecticut 
Fire transaction be completed. 

New Jersey Rating Expert Atlee 


Brown will soon have South Orange in- 
spected. Automobile fire engines are to 
be installed in the city. 


since the | 
of Franklin H. Went- j 








FRANKLIN H. WENTWORTH, 
Secretary National Fire Protection 
Association. 


ers Asociation gave him a dinner at 
the Royal Alexandra Hotel the evening 
of December 11. On December 12 he 
was present at the organization of the 
Manitoba Chapter of the N. F. P. A. L. 
Association, which assembled all the 
associate members in the province. On 
December 15 the Chicago Chapter of 
the association was launched, at which 
meeting Mr. Wentworth was present. 

He next attended the dinner of the 
Chicago Chapter of the American In- 
stitute of Architects, speaking briefly 
upon the New Orleans convention and 
at 8 o’clock the same evening deliv- 
ered an address before the Western 
Society of Engineers. He _ arrived 
home in time to assist in the forma- 
tion of the Boston Chapter of the Na- 
tional Fire Protection Association on 
December 29. 

It will thus be seen that Mr. Went- 
worth is an unusually busy man. 

The executive work of the Associa- 
tion has grown to considerable propor- 
tions: its correspondence from all 
parts of the worid is enormous. It is, 
therefore, necessary for Mr. Went-| 
worth to be at his desk as continuous- 
lv as possible. Although he occasion- 
ally delivers addresses in summer, he 
endeavors to compress all of his speak- 
ing engagements into a period not 
longer than two months in the winter | 
season. The prospective plan of or-| 
ganizing local chapters of the associ- | 
ation will tend to relieve him of much | 
cf the burden of personal speaking. 
There are many able speakers in the 
association. | 


“THREE IN ONE. 





Williamsburg City, Nassau and the 
Dutchess Merger Completed— 


Branson President. 





Details of the merger of the Williams- 
burg City with the Nassau & Dutchess 
of New York, having been completed, | 
the enlarged corporation, known as the 
Williamsburg’ City Fire, has a capital 
of $1,090,000, and an almost equal 
amount of surplus. George R. Branson 
continues as president of the corpora- 
tion, while Lewis H. Vail, William A. 
Tones, Ernest L. Allen, David J. Burtis 
and F. H. Douglass its vice-presidents. 
Mr. Burtis having been elected secre- | 
tary as well. 


P. L. HOADLEY, President 
Cc. E. SHELDON, Vice-President 





C. W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 























PACKAGE INCORRECTLY MARKED. 





When Loss Occurred Consignor, Not 
Carrier, Was Responsible, Says 


Court. 





Judge Lintott, Newark, decided a few 
days ago that because of contributory 
negligence in not giving a sufficient ad- 
dress the consignor and not the carrier 
must stand the loss which resulted 
from the destruction by fire of a pack- 
age. While the amount involved was 
small, the litigation has been long 
drawn out. The package was being 
held in the warehouse of the Reilly 
F'xpress and Trucking Company, which 
burned. It had been shipped by the 
National Aniline and Chemical Com- 
pany and was held while the incorrect 
aldress on the package was being 
probed. 





HOTEL FIRE PROTECTION. 





Need for Adoption of Safety Devices 
Becoming Generally Recog- 
nized. 





Hotel proprietors throughout 
country are more and more apprecia- 





the | 


ting the fact that the installation of fire | 


protective devices is a good business 
policy, 
tion. 
Despite the use of “fireproof” buitd- | 
ing materia], hotels are of necessity of | 
large area, have numerous air shafts 
and contain much inflammable matter. 
To prevent panic, as well as to avert 
property loss, it is highly essential that | 
fires be checked in their incipiency, and | 
no more secure method of attaining 


this end has yet been devised than | 
through the operation of automatic | 
sprinklers. 


The Frederick Hotel of Huntington, 
W. Va., not only adopted the Grinnell 
¢prinkler service recently, but values 
the protection so highly that its instal- 
lation is advertised as one of the ho- 
tel’s “features.” 


and are acting upon the convic- | 


| 
| 


| 


| 





GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 





ORGANIZED 1859 


Statement, January 1, 1913 


Cash Capital... . . $1,000,000.00 
aca ait niin 7,213,762.27 
+ Surplus 2,613,814.88 
lus for way 
olders . 3,613,814.88 





HEAD OFFICE 
Cor. ‘William & Cedar Streets 











For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 
HAS A 
Cash Capital - - 
Cash Assets - 
Cash Surplus to Policy 
Holders - - - 1,911,592.00 
The av strength of an insurance company is in 


$1,000,000.00 
4,985,658.00 


atism of faut agement, and thé man- 
of THE H ER is an absdlute as- 

surance of the cutie ott its policy. 

po eaten | 

R. ORY WA ELD - President 
J McC D - Vice-Pres. & Sec’y 
w AM MORRISON” - Asst. Sec’y 
JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








Re-Insurance Reserve 


DANIEL H. DUNHAM, President 
A. H. HASSINGER. Secretary 





Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1913 
OND CN iis6:5 din 06h so ccihnsiess'cateusowsndasecsee’s 


All Other Liabilities............... 
SE IE kn Waku Gedebeweswan hcdstansendenes 


During a successful record of 57 years this Company has paid losses exceeding 


$12,500,000.00 


$1,000,000.00 
2,781,578. 19 
331,961.11 
2,723,239.49 


$6,836,778.79 


CHARLES COLYER, Vice-President 
JOHN KAY, Treasurer 











INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


United States Branch 
92 William Street, New York 


RICHARD D. HARVEY 
United States Manager 
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CASUALTY AND SURETY NEWS | 








BONDS ON CITY OFFICIALS 


HUNDREDS ISSUED THIS MONTH. 





Heaviest New York Political Bond is 
for City Chamberlain—Comptroller 
Next Highest. 


Surety agents in all parts of the coun- 
try have been busy writing bonds for 
city officials. As there are about 20,000 
towns in America and many of them 
had elections in November of officials, 
who took office on January 1, it can 
easily be seen that the surety under 
these bonds runs far into the millions. 

Competition in New York. 

Most of the bonds on the new city 
officials of New York have been written. 
There was a sharp struggle among 
agents for all excepting one bond. 

The surety of the elective officers is 
not so large as for those appointed. As 
the new Mayor does not officially an- 
nounce his slate until the afternoon of 
December 31 and as the members of 
the Mayor’s cabinet cannot naturally 
mention their appointment until after 
the Mayor has made their names public 
there must necessarily be some clever 
wire-pulling in order to write these 
bonds. 

In the case of Mayor Mitchell the 
surety agents were helped by the fact 
that Mitchell kept the newspapers so 
well posted that they were able to fore- 
cast his slate accurately three or four 
days before the first of the year. 

The Chamberlain’s Bond. 

The largest bond executed by surety 
companies for any of the New York city 
officials is that of the,City Chamberlain, 
Henry Bruere. This is for $300,000. 
The companies furnishing the surety on 
this bond are the Royal Indemnity, 
Globe Indemnity, Fidelity & Deposit, 
Aetna and U. S. F. & G. When Cham- 
berlain Bruere took office he gave the 
retiring Chamberlain a receipt for $22- 
755,315, representing cash in the banks. 

Another important bond is that of 
City Comptroller Prendergast, executed 
for $200,000 by the United States Fidel- 
ity & Guaranty Company, National 
Surety Company, American Surety Com- 
pany, Fidelity & Deposit, and Globe In- 
demnity. 

Police Commissioner McKay furnish- 
ed a bond for $100,000 executed by the 
following companies: United States 
Fidelity & Guaranty, Globe Indemnity. 

The Fidelity & Deposit wrote Sheriff 
jriffenhagen and his deputies. The 
Sheriff of Brooklyn was written by the 
United States Fidelity & Guaranty, 
for $50,000. 





ELECT W. C. MULVEY PRESIDENT. 
Casualty and Surety Social Club Holds 
Annual Meeting in New 
York City. 





William C, Mulvey, resident mana- 
ger of the Maryland Casualty Company, 
was elected president of the Casualty 
and Surety Social Club of New York, 
at the annual] gathering of the organiz- 
ation on Tuesday. Other officers 
chosen were: First vice-president, By- 
ard P. Holmes, Hooper-Holmes Bu- 
reau; second vice-president, Norman R. 
Moray, Great Eastern Casualty Com- 
pany; secretary, Charles Bellinger, E. 
E. Clapp & Co.; treasurer, Edwin B. 
Quackenbush, Ocean Accident & Guar- 
zntee Corporation. 

Executive committee: Edson S. Lott, 
president United States Casualty Com- 
pany; A. Duncan Reid, general man- 
ager Globe Indemnity Company; R. BR. 
Towner, Towner Rating Bureau, and 
Wilfrid C. Potter, secretary Preferred 
Accident Insurance Company. 

FIRST RE-INSURANCE ACTIVE. 

Massachusetts and Colorado have re- 
cently admitted the First Re-Insurance 
Company of Hartford. 


VICTORY FOR AMERICAN SURETY. 
New Jersey Supreme Court Orders New 
Trial in Contract Bond 
Case. 


Trenton, Jan. 7—The Supreme Court 
has ordered a new trial of the suit 
brought by the American Surety Com- 
pany against James Conway, in which 
judgment was given for Conway in the 
Essex Circuit. 

Conway, the owner of a contracting 
company, was assigned a contract by 
Minahan & Costa for 4uilding a sewer- 
age system in Wakefield, Mass. In the 
assignment of the contract and the ex- 
ecution of the bond by the American 
Surety Company, it was stipulated that 
Antonio Costa and Lawrence T. Fell, of 
Minahan & Costa, should be released 
from all responsibility and liability. 

Conway failed to complete the con- 
tract in accordance with the specifica- 
tions and the town secured a judgment 
for $45,439 damages, which the surety 
company had to pay. Conway refused 
to reimburse the surety company, which 
brought suit against him on its indem- 
nity bond. 

Chief Justice Gummere, who wrote 
the opinion for the Supreme Court, held 
that the mere acceptance of the bond 
by Conway in itself worked a release 
of Costa & Fell, and that consequently 
the surety company’s right of recovery 
against Conway was complete. 


CONNECTICUT EMPLOYERS COVER 


New Workmen’s Compensation Act 
Applies to All Employing Two or 
More Servants. 


Hartford, January 6.—Attorney Gen- 





eral Light, of Connecticut, has given 
an opinion that the Workmen's Com- 


pensation section of the new Connecti- 
cut Workmen’s Compensation Act 
applies to all who employ two domes- 
tic servants. As a result there has 
arisen a heavy demand for this insur- 
ance on the part of farmers and house 


owners, who, of course, never befor« 
earried compensation insurance. 
The premium on a residence or 


farm policy is $7.50. If a chauffeur is 
included the premium is $12.50. The 
Aetna reports a particularly large busi- 
ress on this new policy. 

Rate Manual Mailed. 


An addition to the Compensation rate 


manual, covering the residence and 
farm compensation feature, has been 


mailed to agents of the liability com- 
panies. Residence or farm _ policies 
may be issued to include both husband 
and wife as assured without additional 
charge, except that the premium rate 
for casual servants shall be charged 
separately for each name assured. 
Policies cover the maintenance opera- 
tion and occupation of the farm, but 
not construction work. Servants need 
not be named in the policy, and th: 
substitution of one servant for another 
in the same line of duties requires no 
notice to the company and no change 
in the policy. 


The Coverage. 


The rate ot $7.50 includes the follow- 
ing coverage: 

Insurance providing compensa 
tion for not more than two regular 
indoor servants and all casual help 
(such as the dressmaker coming 
to work by the day, the trained 
nurse, etc.) and one part-time in- 
door servant giving you not more 
than a third of his or her time, 
(such as the man who comes 
regularly to attend to your furnace, 
or the laundress who workes a day 
or two a week), and also protect- 
ing you against your legal liability 
for accidents to the public in and 
about your premises. 


| 





FIDELITY AND SURETY 
LIABILITY INSURANCE 


BURGLARY, THEFI 





Par Excellence 


Are the Accident and Health Contracts 
OF 


AMERICAN FIDELITY COMPANY 


MONTPELIER, VERMONT 
BONDS 
PERSONAL ACCIDENT AND HEALTH INSURANCE 


AND LARCENY INSURANCE 
$300,000.00 Deposited with Insurance Departments for the 


Benefit of all Policy Holders 








WANT AUTO PROVISION CHANGE 


NEW YORK MEETING NEXT WEEK. 

Latest Activities of National Association 

of Casualty and Surety 
Agents. 

meeting of casualty 

New 

effort will be 


An important 
agents is to be held in York on 
January 15. A 


made to agree upon certain recommen- 


strong 


dations to the companies for changes 
in policy provisions to take care of the 
Those 
meet represent the Committee of 
the Accident and Health section of the 
International Association of Casualty 
and Surety Underwriters, and the 
mittee on accident policy forms of the 
National Association of Casualty and 
Surety Agents 

President Wade Fetzer of the National 
Association has taken up with indi- 
vidual insurance commissioners the pro- 
visions of the laws of their States con 
cerning reserves of mutual companies 
and inter-insurers engaged in the casu- 
alty business. 

President Edson S. Lott, of the United 
States Casualty, has mailed the follow- 
ing letter to agents of that Company: 


automobile hazard. who will 


com- 


“The course so far pursued by the 
National Association of Casualty and 
Surety Agents meets with the approval 
of the United States Casualty Company. 
As the Association is now organized, we 
believe it to be a power for good—good 
for the Company, good for the insuring 
public, and good for the agent It has 
been stated that company officials are 
adverse to their agents joining the As- 


seciation This is not true as respects 
t United States Casualty Company.” 
4 number of other companies had 


already urged their representatives to 
join the National organizatio 

“IDEAL DISABILITY POLICY.” 
New Contract Issued by American Fi- 

delity Company Has Much to 
Commend It. 

Having withdrawn entirely from the 
liability insurance field the American 
Fidelity Company of Montpelier, Vt., is 
push vigorously the 
con- 


row prepared to 
-veral other lines of business it 
namely, personal acci- 
fidelity, 


tinues to write, 
dent and health, 
burglary. 

To meet the 

conform 
visions of many 
has prepared a 
health 
that are 
with discriminating insurers 
Clearly printed, and without 
fluous words, the policies are readily 
understandable in their every feature 
by the prospective buyer, and admit of 
no misrepresentation, deliberate or ac- 
cidental, by the agent. A noteworthy 
feature of the policies is that all bene- 
fits promised are indexed, and can be 
noted at a glance 


surety and 


hanged conditions, and 
standard policy pro- 
States, the Company 
complete line of acci- 
containing 
favor 


to tne 


contracts, 
sure to win 


dent and 
features 


super- 


EMMET CAN’T REVIEW CHARGES. 
New York Governor Acts Regarding 
State Insurance Funds Under Work- 
men’s Compensation Laws. 


Governor Glynn, of New York. has 
vetoed the bill permitting the State 
Superintendent of Insurance to 


pass 
upon the rates in 
with the new 

Act His veto 


vogue in connection 
Vorkmen’s Compensation 
emorandum follows 
“T have given ireful 
to this bill and approve its policy and 
purpose in giving to the Superintendent 


consideration 


of Insurance supervision over the rates 
fixed by insurance corporations 
ing employers 


insur- 
against Mability for 
compensation under the workmen’s 


compensation law, but I deem it im- 
proper to approve of this bill in its 
yresent form. 

“The bill now before me gives super 

ion to the Superintendent of Insur- 
Line ove eve insurance corporation 
Cr association autlwrized to transact 
busine mn ¢ State, which insures 
empl ‘ net liahilit for 7 eT 

7 k1 











his bill did not give supervisory power 
to Superint ‘ent of Insurance over 
the rates used for insurance in the 
State fund 

“This could be readily ob- 

ted if vord ‘association’ 
in tl bill were added, ‘except 
he State surance fund.’ 

Were legislat still sessio 
I ( l suggest that is bill be re- 

] 1 . . ent bu sing +} 
legislature has adjourned, I am com- 
pelled at this ti: t isapprov tnis 
bill for the re 1 above stated and be- 
lieve that a sir ir bill more carefull 
{ awn s ymuld be oauce 1 iT | Aa sed 

tl i | ible date by the 
legis! of M14 The t 1 is disan 
roved 


FIRE MARSHAL TO KEEP RECORD 


One of the plans to be carried out 
soon after the opening of the new year 
by the Indiana fire marshal, will be the 
eareful recording from reports made to 
board of health of all injuries 
and death resulting from Indiana fires 

In the past the fire marshal has had 
no record of fire fatalities, other than 
that kept at the board of health office 
Inasmuch as this included all injuries 
and deaths from fire under the one head 
of “burns.” it furnished little definite 
material for fire study 

In the new record, the fire marshal 
will know the cause of each injury or 
death, and will be able to tell from it 
the cost in life and health of each fire 
source, 


the State 
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"RISING COST OF COMPENSATION INSURANCE 


By THEODORE E. GATY 
Secretary of the Fidelity and Casualty Company 








[The foll wing 





ticle consists of excerpts from a resume written by Mr. Gaty for the 
Commerce, New York.—Editor’s Note.] 














No one familiar with the difficulties 
of establishing adequate rates for em- 
ployers’ liability insurance can deal 
with the matter of calculating work- 
men’s compensation rates without the 
most painstaking investigations. The 
companies have available a very large 
volume of workmen’s compensation ex- 
perience in this country, but it is not 
sufficient either in volume or as to the 
period of time covered, to give sufficient 
data to determine accurate results. It 
is, therefore, necessary to secure cer 
tain factors from the foreign experi 
ence. 

Employers’ liability rates originally 
established by the liability companies in 
some classifications and too low in 
this country were too high in 
others. By some process of reasoning, 
which is not at all clear at the present 
time, the first employers’ liability rates 


were related to individual accident 
rates by applying such rates to each 
individual workman, determining the 


cost of a blanket accident policy and 
then assuming a certain percentage of 
claims that would arise, and making the 
further assumption that the average 
cost of liability claims would be a cer- 
tain percentage of the cost of the in- 
dividual accident claims. It seems 
absurd at this time to use this basis 
for calculating employers’ liability 
rates, but it must be borne in mind 
that there was no basis whatever for 
calculating employers’ liability rates, 
and it was absolutely essential that 
some basis be established. 
As the liat y insurance companies acquired 
tual these rates were modified on 
meet the requirements of 
experience t yon became apparent to 
careful underwriters that the employers 
ty | liiy rising and the 
with this increas- 
apad ng cost was diffi- 
for reasons which will be 





ea classifi 
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Difficult to Measure Four Elements of 
Liability tneurance. 
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closed in_ liability insurance, then there can 
be no difference of opinion as to the method 
which should be followed in calculating the 
loss reserves for workmen’s compensation. This 
is a matter which is incidental to the subject 
under discussion, but it is well to bring out 
this point in order that the later disclosures 
may be used in this connection. 

Workmen’s Compensation Insurance. 

In workmen’s compensation insurance. which 
has now assumed the form of unlimited liability 
we have the following conditions: 

First—The-rapid rise in the accident frequency. 

Second—The steady increase in the cost per 
accident. 

Third—The increase in the percentage of 
claims to accidents. 

Fourth—The progressive rise in the cost of 
the statutory medical. 

Fifth—The almost unsurmountable obstacle 
of measuring unsettled claims. 

Sixth—The catastrophe hazard. 

Every one of these elements as a matter of 
course must be taken into consideration in 


establishing adequate rates for workmen’s com- | 
pensation insurance. The foreign experience | 


liscloses that every one of them exists, and 
since this is true, then everyone familiar with 
this subject will appreciate the tremendous 
difficulty of establishing an adequate rate for 
the business of each year, for it must be ap 
parent that the rate must be increased each 
year in order to meet the peculiarities exist 
ing in this class of insurance. 
English Experience. 

\ study of the English experience, as com- 
piled in the statistical branch of the home office 
of the United Kingdom, brings out very clearly 
the first two conditions. 

This table is based upon the number of fatal | 

id non-fatal cases per one thousand employed: 


Fatal. Non-fatal. 
WR tdi csicscuver aces 463 43-324 
IQOD. cvcvscevesdcceesece +509 50.697 
QIO. cc cceseecsevesceecs +500 
1) 8 Oe eee +550 
Evciasiegyeacweae 4 





.486 
ill be observed that the fatal cases per 
one th yusand employed are almost a constant 
iere is very little fluctuation. In the non- 
fatal cases, however, 1912 shows an increase of 
nearly 33 per cent. over 1908. 

The following table shows the cost per in 
dividual employed for workmen’s compensa- 
tion for all industries: 

RE Pee 82d MB onic casoes 1o1d 
IQ1O. 0. seeeeeeee 92d eee 105d | 








This table indicates that the cost is steadily | 


rising 
Rising Cost of Workmen’s Compensation 
¢ pure cost of workmen’s compensation per 
orkman employed increased 28 per cent. in 
1912. over 1909. To state it in another way, if 
a given industry in 1909 had a rate of one 
per cent., that industry should have a rate of 
1.28 per cent. in 1912. To put it in another 
way, if the English liability insurance com- 
panies charged rates in 1909 producing an un- 
derwriting profit of 5 per cent., then in 1912 
these same rates would have produced an un- 
derwriting loss of 12 per cent., assuming that 
the percentage of all expenses "of the business 
remained the same in both years. If the ris- 
ing cost of liability insurance, as expressed by 
the curve constructed by the old Liability Con- 
ference, be studied, it will be self-evident that 
liability insurance and workmen’s compensa- 
tion insurance are similar in the fact that there | 
is a rising cost each year. 








| 
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The following table gives the cost per claim | 


for fatal, 
combined: 


non-fatal and the fatal and non-fatal 


Fatal and | 


Fatal Non-fatal. non-fatal. | 
1909 eervere £5.29 £6.77 
) 53-22 5-72 
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‘ t S 1906. or costs incurred 
by the ¢ proceedings or other 
wise in connecti: yn with claims for compensa 


on 

Situation in Germany, France and 
Holland. 

In Germany the number of workmen injured 

thousand has steadily increased, as_ is 

emonstrated by the following table: 

Per 1,000 employed. 





887 27.4 WOR. ca isatecdeaze 44.76 

covtoeee 238.04 IQOLcccccesccccee 40.42 

raieore 29.42 1902 45-99 

30. 28 1903 47-71 

ceceenne 31.94 1904 coves QOS 

seeee 32.49 1905 50.57 

ceeccocce 35-23 BQOB.cccccccccsces $256 

esecere 36.37 TOOJsccccscescosse S850 

eoses 37.99 1908 coccvccese $5.82 

40.69 IQOQ. ccccccccccece 51.73 

#9 41.77 1910 51.60 

ie tessermas «+ 42.89 IGEE ccccvcccvcovce 52.83 
1899 44.8) 


It must be borne in mind in connection with thi 
table that the Imperial Government of Germany | 
has progressed further in the direction of acci- 
dent prevention than any country in the world 
and, notwithstan ding the efficiency in this direc- 
tion, the accident frequency is rising. 
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BUSINESS=BUILDERS 
DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen’s 
~ Compensation, Automobile, Accident, Health, 
Burglary and Plate Glas INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding «]nsurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $1,000,000 Write For Territory 























THE FRANKFORT GENERAL 


INSURANCE CO. 


of Frankfort-On-The-Main, Germany 

——ESTABLISHED 1865 

United States Department, 123-133 William St., New York, N. Y. 
——— pes ARD DELAFIELD, Pres. of National Park Bank 
Eanst THALMANN, of Ladenburg, on & Co. 


TUYVESANT FisH, 52 W11 Street, New Y 
Cc. H. FRANKLIN, v. S. Mgr. and Attorney JNO. om SMITH, § 


INSURANCES TRANSACTED 





Sec. U. 8. Branch 


LIABILITY— Burglary 
Employers General Vessel Owners Workmen’s Collective 
Public Landlords Contingent Individual Accident & Health 
Teams Elevator Druggists & Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 








C. A. CRAIG, President C. R. CLEMENTS, Sec, & Treas. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 
Industrial, Life, 


W, R. WILLS, Vice-Pres. 


Health and Accident Insurance 
in ONE policy 








Equitable Accident Company. 


Best monthly contract on the market. Most loyal Home Office 
support by the Company that works with you. Twenty-one years’ 
clean record. District Managers and local agents wanted in 


New Jersey. WM. H. JONES, General Manager 
161 DEVONSHIRE ST., Boston, Mass. 








WRITING BUSINESS 
PENNSYLVANIA, NEW JERSEY, MARYLAND, DELAWARE, DISTRICT OF 
COLUMBIA, WEST VIRGINIA, OHIO, KENTUCKY, MICHIGAN, ILLINOIS 


Union Casualty Insurance Co. 
HOME OFFICE, Union Casualty Building - - PHILADELPHIA, PA. 


Automobile, Liability, Collision, Property Damage, Employers’ Lia- 
bility, Workingmen’s Compensation, Teams, Elevator. 


REASONABLE RATES—HIGH COMMISSIONS A Company Admired by its Competitors 











Whilden & Hancock 


95 WILLIAM ST. 


NEW YORK 





General Brokerage Business 





...All Branches... 
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SPECIAL TALKS WITH LOCAL AGENTS 





In January surety 
companies, after 
renewing a year’s 
experience on con- 
tract bonds, find it 
necessary to “tighten the reins” and 
make their underwriting more conser- 
vative. In no line of insurance is it 
more essential that constant care and 
vigilance be exercised. “It is publicly 
announced that one of our competitors 
is withdrawing from the surety field, 
with the pronouncement of one of its 
officers that there is no profit in the 
surety business under present condi- 
tions,” says the “Co-ordinator” publish- 
ed by the Massachusetts Bonding and 
Insurance Company. “Presumably this 
opinion applies to a degree to contract 
bonds, inasmuch as all of the compa- 
nies find this branch of the business 
comparatively difficult to handle profit- 
ably. We disagree with the opinion, 
both as to contract bonds and in its 
general application, for we expect to 
make a creditable showing for the 
current year on contract business as 
well as other surety lines. Neverthe- 
less, the experience of others and our 
own experience indicate the need of 
constant caution in writing contract 
bonds. In this fact and in its applica- 
tion lies an inherent possibility of dis- 
satisfaction and imagined grievances on 
the part of agents, both on account of 
declinations and of unusual require- 
ments in the way of additional infor- 
mation, counter-indemnity, etc. This 
is unfortunate and, perhaps, unavoid- 
able, but we have been doing all that we 
can to avert such a condition. We de- 
sire to handle the business of our 
agents on a liberal basis which will be 
satisfactory to them and at the same 
time conserve the company’s interests. 
To accomplish such a purpose we need 
the co-operation of the agents them- 
selves. We need the assurance, born 
of day-to-day experience, that our 
agents habitually acquaint us with all 
the facts surrounding risks which they 
submit, and that they do not simply 


BMPLOYE SUBS STATE 


ODD CASE 


Tell Company 
All The Facts In 
Contract Bonds 





IN MORRISTOWN, N. J. 





First Time New Jersey Commonwealth 
Has Been Sued Under Its 
Liability Law. 


Morristown, N. J., Jan. 7—An em- 
ployer’s liability case, unusual in that 
it is the first brought against the State 
as an employer, is being tried here. 

The facts, which were not questioned, 
were that Joseph Reiner, an Austrian, 
was employed as assistant baker at the 
State Hospital at Morris Plains. While 
in the performance of his duties he 
was injured while lifting a machine 
known as a  dough-divider. Three 
bones of one of his hands were broken. 
Reiner received hosprtal treatment 
without expense to himself and his reg- 
viar pay of $25 per month was paid 
him. He returned to the hospital, but 
against the advice of Warden Orlando 
Bowen, he resigned, and has since been 
a. the home maintained by the Aus- 
t-v-Hungarian Government in New 
York. The testimony of physicians was 
taken, showing that they had advised 
Reiner to use his hand, but he had 
neglected to do so and it is still stiff. 

An assistant attorney-general argued 
that the State should not be penalized 
for the lack of good sense shown by 
the man. The State would have re- 
tained him at his old work or other 
work which he could do at the former 
rate of wages, said Mr. Gaskill, but he 
had elected to quit. 

Under the liability law the State is 
liable for fifty per cent. of the wages 
for a limited term. The value of board 
and lodging caunot be estimated as 
wages paid, unless such value is deter- 
mined and agreed upon when the em- 
ployment is entered upon. 





try to force 
possessing 


upon the company risks 
doubtful features even 


though they may feel morally certain | 


that liability will not materialize. We 
need, in short, the assurance that our 
agents are entirely frank in all of their 
dealings with the company. 
“Co-operation, frankness, cheerful 
acceptance of necessary declinations— 
these things will do much to enable 
the home office to give you better ser- 
vice. Moreover, they will increase the 
company’s profit on its contract under- 
writing and make it an even stronger 
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and better company for you to repre- 
sent.” 


7. . © 

A man who holds a 
Never Can monthly health and acci- 
Predict An dent policy with the 
Accident General Accident, insur- 


ed in the Philadelphia 
district, attended church. Here was a 
case of a man doing a very laudable 
thing—assembling, as the President of 
these United States in his proclama- 
tion, recommends citizens to do—with 
fellow-worshippers, to attest his thank- 
fulness for the blessings which had been 
vouchsafed him throughout the year. 
Some one had carelessly left a discarded 
medicine bottle on the seat of the pew, 
and when the General’s policyholder 
sat down, he received a painful and 
serious wound. 

This incident shows that no matter 
how circumspect and careful the indi- 
vidual may be, he is still liable to 
suffer from the carelessness of others. 
We gladly remitted to the policyholder 
such indemnity as was due, under the 
terms of the policy, on submission of 
the necessary roofs. This is only one 
of a million ways in which a man is 
liable to be temporarily incapacitated. 
Protect your earnings by adequate in- 
surance under such one of our varied 
health and accident policies as meets 
your needs. Accidents will happen—in 
the home, on the street. the workshop, 
on the railroad, and even in church.— 
“General Accident Monthly.” 


SAFETY CAMPAIGN IN NEW YORK. 


Carl Hansen, of the Workmen's Com- 
pensation Service Bureau, is one of the 
committee of prominent men interested 
in the “Safety first” campaign inaugu- 
rated in this city at a meeting in the 
Hotel Astor. The plans of the confer- 
ence are to reduce the number of acci- 
dents. They propose doing this with 
the aid of the legislature, the mayor 
and other public officials. 

Here are some of the reforms: Equip 
fire and police vehicles with sirens. 
Stop street cars on the near corner. 


Equip motor trucks with fenders. 
Prosecute reckless chauffeurs and 
warn reckless pedestrians. Revoke 


licenses of motor cars improperly driv- 
en. Enforce fire and factory regula- 
tions. 

Automobile accidents have increased 
fully 2,000 per cent. in Chicago during 
the past nine years. 
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W. E. SMALL 


A STRONG CASUALTY COMPANY 


Writes the Following Fo: 
ACCIDENT PLATE GLASS 
AUTOMOBILE 





BURGLARY 
Agents Wanted in Undeveloped Territory 


Georgia Life Insurance Company 


GEORGIA 


President 


Surplus and Reserves over $800,000 


rms of Casualty Insurance: 
HEALTH LIABILITY 
ELEVATOR TEAMS 


Apply PETER EPES, Agency Manager, Home Office 





BRANCH MANAGER AT NEW YORK. 

Having changed its New York city 
representation from a general agency 
to a branch office, the Illinois Surety 
Company, of Chicago, has appointed as 
manager thereof O. Wilson Gott, one 


of the best known figures in local cas- | 


ualty circles. For years Mr. Gott was 
associated here with the Title Guaranty 
and Surety Company, subsequently with 
the Massachusetts Bonding and Insur- 
ance Company and more recently with 
the general agency of the New England 
Casualty Company. His reputation for 
square dealing is thoroughly establisb- 
ed and will prove a factor in develop- 
ing the New York city business of the 
Illinois Surety Company. 


EFFECTIVE IN TWO MORE STATES. 

Workmen’s compensation laws went 
into effect in Connecticut and in Ohio 
this week. 

In Ohio employers of five or more 
persons are required to elect the State 
plan of compensation for injured or 
killed employes or provide their own 
compensation. The maximum benefit 
to workmen is $3,750 in case of death: 
$12 per week for permanent disability 

Everybody employing two or more 
servants comes under the Connecticut 
law. The law limits working hours to 
fifty-five a week. 
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GEORGE J. KUEBLER 
Attorney - at - Law 
EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 
INSURANCE 
a Specialty 
-:-:+ References on Application vist 


Suite 720-29 So, LaSalle St. ,Chicago, tl 


TELEPHONES: Randolph 6816 and 6817 





WHAT YOU DESIRE 


» IS COMING TO YOU 





No ‘‘ifs’’ ‘‘and 

INSURANCE CONTR 

DESIRE AND WH 
GET NEXT! 


55 JOHN ST., 


s’’ or ‘‘buts’’ the 


GREAT EASTERN ULTRAS 
ORDINARY ACCIDENT AND 


HEALTH 
ACTS ARE WHAT YOU 
AT YOU CAN SELL 





GREAT EASTERN CASUALTY COMPANY 


NEW YORK 











Home Office, 


DANIEL D. WHITNEY, Vice-Pres. 


THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
47 CEDAR STREET 
Chartered 1874 
PLATE GLASS 
bensonar accipentr POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, 


8. WM. BURTON, Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


President 
ALONZO G. BROOKS, Ass’t Sec. 








HEAD OFFICE 


CHICAGO 


F. W. LAWSON 
General Manager 


Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 








Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 


THE SIGN OF GOOD CASUALTY INSURANCE 


F. J. WALTERS 
Resident Manager 
55S JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Beston 


Resident Managers 
New England 
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PYRENE Reduces Rates on ; 
Automobile Fire Insurance There is Always Room at the Top 


The Aetna Accident and Liability Co. Come with us 


AND and it won’t be 


The Automobile Insurance Co. 4 men | : so hard to get 
of Hartford, Conn. a ; on 


Recognizing that allowance in rate of Insurance should be 

q made on automobiles as well as any other fire risk, for 
apparatus that reduces the fire loss, the two above named 
Companies now offer 


was : : - . 
10 OPERATE A substantial reduction in rate Ee Live ones win 
of Fire Insurance on automo- *Waeete: 
biles properly equipped with a m3 
Pyrene Fire Extinguishers, one _ oF £ ee OS among 
quart, pump type, approved a a tee 
by the National Board of Fire Free eee Een 2pe wees Se I Z Z E R S ‘ 


Underwriters. 





























Brass and Nickel-plated Pyrene Fire Extinguishers are the only . : gg. 
one-quart Fire Extinguishers included in the lists of approved =~ & Write to 


Fire Appliances issued by the National Board of Underwriters. 
PYRENE MANUFACTURING CO. J. L. BABLER 


1358 BROADWAY =: =: NEW YORK Gen’l Manager Agencies 














Alton Bridgeport Cleveland Duluth 


Atlanta Buffalo Dayton Honolulu ° ® 

Baltimore Chicago Denver Jacksonville 

Boston Cincinnati Detroit Louisville ; 

Memphis Oklahoma City St. Louis ¥ “ 

Milwaukee Phoenix St. Paul 

New Orleans Pittsburg Salt Lake City Ss t e LOUIS 

Norfolk Richmond San Antonio 
York Neb. 

















Equitable Advantages 
SOME OF THE GOOD THINGS ENJOYED COMMERCIAL FIRE 


BY EQUITABLE REPRESENTATIVES INSURANCE COMPANY 


The backing of one of the largest and strongest financial WASHINGTON, D. C. 


institutions in the world. 





A Participating Company. 








A Prompt Paying Company. Of the 5,153 domestic death claims | 
paid by the Equitable during 1912, nearly 98% were paid within 1a Statement, December 31, 1912 


one day after receipt of ‘‘ Proofs of Death.’’ 
A Company whose policies are standard contracts, drawn to con- Capital Stock Paid in Full - : $430,790.00 

form to the insurance laws of New York and other States. S | Policvhold 704,179.37 
A Company issuing every desirable form of insurance including was te ee 4 : { 

Corporation Insurance, Income Insurance, Group Insurance, Total Assets . ° ° ° 925,751.35 


Monthly Premium Insurance, Home Purchase Insurance, Joint 
Life Insurance and a large variety of Annuities. 











A Company sufficiently large and strong to insure applicants for 
large amounts under a single policy. 


A Company whose policyholders include the world’s Captains Throughout its entire history of 23 
of Industry whose identification with the Equitable is in itself an years the COMMERCIAL has 


endorsement. maintained an enviable record for 
A Company whose canvassing documents are comprehensive, PROMPT AND HONORABLE 

de e and attractive. 

ican | SETTLEMENT OF CLAIMS 


A Company engaged in a broad “conservation of life,” move- 
. . . . . ? 
ment—aiming to lengthen the lives of its policyholders as well as 
insuring them. 





Correspondence with reference to our specially 
advantageous agency contracts should be addressed 
direct to the Home Office and will receive prompt 


The Equitable Life Assurance Society of the United States ||}/ and courteous attention. 


165 BROADWAY . . - NEW YORK 


The Society has openings in practically every State for energetic soliciting 
agents of character and ability. Address 












































